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might be possible to double your 

profits in your business, you 
would be interested, would be in- 
terested, would you not? If you will 
take the time to read this article and 
follow it through carefully and 
thoughtfully, and then earnestly 
try to apply the idea to your own 
business, such a result in proper 
time might come near to realiza- 
tion. If you are already discounting 
your bills, this will not apply to you, 
but there may be some helpful 
thought here even for the discounter. 


[: you could be shown how it 













days before it matures—in ten days 


instead of thirty—the dealer is 
earning two per cent as a de- 
duction from the face of the bill. 
Just think what that means. He is 
earning two per cent by letting his 
creditor have the use of his money 
for a period of twenty days. That 
would be equal to thirty-six per cent 
per annum. Where can he earn 
money faster or more certainly than 
in this way? 

For your convenience and as a 


matter of interest, the table shows’ 


the interest rates earned by taking 


advantage of 


Finding Extra Profits By ‘Taking 


Your Cash Discounts 
By Alfred T. Woodward 


Ass’t Secretary and Credit Manager of the United States Shoe Co. 





the discount, as 


against paying at maturity on the 
various discount terms listed. 


2% 






It is safe to assume that 
every merchant would like to 
discount his bills if he could 
see his way clear to do so. 
The advantage of discounting 
is obvious to everyone, and 
yet it is doubtful if many of 
those who do not earn their 
discounts regularly, fully re- 
alize just how greatly their 
businesses are being handi- 
capped, in competition with 
those who do. 

Cash discounts offered in 
the shoe trade, as a rule, run 
from two per cent to as much 
as five per cent. Let us take 
for consideration the very 
common discount terms of two 
per cent ten days, net thirty 
days. This means, of course, 
that by paying his bill twenty 





























UPPOSE, for instance, that you have 
bought a stock of shoes worth $50,000 
and have sold them for $75,000. Your net 
profit on sales we will assume to be 2 per 
cent. That makes your net profit on sales 
$1,500. But you have been taking no dis- 
counts, paying your bills always at ma- 
turity. You could have taken 2 per cent 
in ten days if you had been in position to 
do so. If you had taken your discount you 
would have paid the manufacturer only 
$49,000, instead of $50,000. You could 
have added this $1,000 to your net profit, 
bringing it up to $2,500—an increase in 
net profit of more than 66 per cent, 
achieved wholly, solely and entirely by 
taking discounts and without any increase 
in volume or expense—pure velvet. 








10 days—net 30 days= 
6% per annum 

30 days—net 60 days— 
24% per annum 

% 10 days—net 30 days=— 
54% per annum 

30 days—net 60 days=— 
386% per annum 

10 days—net 60 days= 
29% per annum 

30 days—net 60 days— 
48% per annum 

10 days—net 60 days= 
36% per annum 

30 days—net 60 days— 
60% per annum 


ET us figure this another 
way to show still more 
clearly just what these cash 
discounts, when earned con- 
sistently, can do for a retailer. 
For example, we will take 
a store doing a yearly busi- 
ness of $100,000. We will as- 
sume that the owner, without 
taking advantage of any dis- 
counts, is able to make a clear 
net profit for the year, of 
three per cent on his sales. 
That figure, by the way, is 
probably liberal. The last fig- 
ures issued by the Harvard 
Bureau of Business Research, 
for the year 1923, showed 
that the average profit for all 
stores reporting to the 
Bureau, was one and seven- 
tenths per cent. 
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This profit he is earning of three 
per cent on sales of $100,000, 
amounts to $3,000. To earn it, he 
must be on the job every minute— 
he must watch every move, and he 
must make no_ serious 
mistakes. On the other 
hand, assuming that his 
cost of goods sold 
amounts. to seventy per 
cent, that would mean 
that his purchases for the 
year ‘would amount to 
$70,000. If he is able to 
so arrange his affairs 
that he can earn his dis- 
counts where offered, it is 
fair to figure that he can 
earn, On the average, 
three per cent on his en- 
tire. purchases, or $2,100 


OU can see from the 

figures shown above, 
that he has it in his 
power, by earning his 
discounts, to increase his 
profits for the year by 
seventy per cent. As a 
matter of fact, it is re- 
ported there are dealers 
who figure to sell their 
shoes at cost plus actual 
expense, with no profit 
figured into their prices 
at all. This enables them 
to undersell ‘mpetitors, 
and thereby tu do a very 
large volume of business. 
They depend for their 
profits entirely on the 
cash discounts they are 
able to earn on their pur- 
chases. Please bear in, 
mind that this article is 
not advocating such a 
merchandising plan to 
anyone, and it is only 
mentioned to bring home 
the possibilities in the 
cash discount. 

There are other advan- 
tages, aside from the ac- 
tual cash saving, that are 
enjoyed by the discount- 
ing dealer. Those advan- 
tages will’: be shown as 
this article progresses. 
Let it be said now, how- 
ever, that they are vital 
to a real success. 

With the great saving 
that comes from earning 
cash discounts so evident, it is safe to 
assume that there is no merchant in 
business who would not like to take 
advantage of all discounts offered. It 
will be interesting to consider some 
of the reasons why, to so many mer- 
chants, the discounting of invoices is 
something always desired, but seldom 


ner-Copeland Co. of Columbus, Ohio. 
years he spent as assistant to the general manager of 
the Roth Shoe Manufacturing Company of Cincinnati, 
in which capacity he was responsible for all office and 
credit work and acted as salesmanager and sa an offi- 
cer of the company. In 1921 he became connected 
with The Holters Company and assumed his present 
position when this company became part of the United 
The National Association of 
Credit Men has honored him by making him head of 
the Boot and Shoe Group; and the University of Cin- 
cinnati has retained him as a lecturer on “Credits and 
Collections” in the Evening College of Engineering 
and Commerce. 


States Shoe Company. 
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attained. Perhaps, as we discuss 
these reasons, we may be able to find 
some remedies. 

We will first consider the case of 
a merchant we will call Brown. He 


Few men know the credit game better than does 
Mr. Woodward. From 1904 until 1912 he was office 
and credit manager, and later treasurer, of the Star- 


The next nine 
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by doing this, that he is building a 

permanent competence for himself 

and his family. No doubt, he is 

right. There are hundreds of shoe 

dealers doing the same thing, and 
who reason just as he 
does. 

Brown’s business is not 
growing, but is holding 
its own. His yearly sales 
will amount to about $50,- 
000, and he gets a satis- 
factory markup, at a rea- 
sonable expense. In order 
to make his real estate 
payments as rapidly as 
possible, he does not per- 
mit any accumulation of 
capital in the business, 
and as a result, does not 
find it possible to dis- 
count his bills, nor even 
to pay promptly at matur- 
ity at all times. During 
the dull seasons his real 
estate payments must be 
met, and as a result his 
merchandise payments 
must drag, and his cred- 
itors are compelled to 
wait for their money. 


ROWN’S credit stand- 

ing is fairly well as- 
sured, because, in spite of 
his slow payments at cer- 
tain seasons, his real es- 
tate gives him ampie f- 
nancial responsibility, and 
he has built a reputation 
for fair dealing and for 
ability. He has not made 
the mistake that many 
merchants do make, who 
are in a very similar posi- 
tion. That is to say, he 
has all of his real estate 
investments in his own 
nome and, _ therefore, 
squarely back of his busi- 
ness obligations. Had 
this real estate been held 
in his wife’s name or 
jointly with her, he would 
have been depriving his 
credit of its principal fi- 
nancial support. 

Brown carries an aver- 
age stock of $18,000, 
and, as a rule, is owing 
for merchandise in the 
neighborhood of $8,000. 





has an established business in a 
growing city, and over a period of 
some twenty years, has accumulated 
considerable wealth, the greater part 
of which is invested in desirable real 
estate. As soon as he has finished 
paying for one piece of property, he 
immediately buys another. He féels, 


This means that his debts 
cannot be liquidated out of his cash 
receipts, after expenses are paid, in 
less than ninety days during. the 
duller seasons. If he would either 
borrow $5,000 on his real estate, or 
let that amount accumulate before 
drawing out more for his outside in- 
vestments, he could then cut his in- 
[CONTINUED ON PAGE 113] 
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“Tell ’em 
thru styles” 





The Juvenile Quartet—Clyde Edsel 
Herring, Margaret Barron, Marjorie 
June Bemis, Marjorie Allen (center) 


The three graces—Mary Margaret Dun- 
ley, Lenore eer 8 Dorothy Stevens 
t 


The three strutters— Mary Margaret 
Dunley, Josephine Loury, Maxine Mer- 
kel (right) 
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Out in Des Moines, 
Feb. 16, 17, 18 
















Out Where the Tall Corn Grows 


They Are Holding a Convention in Mid-February 


HE board of directors of the 
Iowa Retail Shoe Dealers’ As- 
sociation met here recently and 
“lined up” completely, plans for the 
big Iowa Convention, which will be 
held at the Hotel Fort Des Moines, 
Feb. 16-18. At this meeting the 
program was completed for the year 
book. 

The Shoe Travelers’ Auxiliary of 
Iowa is, as its name indicates, real 
cooperators with the retail shoe mer- 
chants in all of their activities, and 
is 100 per cent behind the 1926 con- 
vention. J. E. William Prescott is 
Chairman of the Publicity Commit- 
tee. The officers of the Iowa Retail 
Shoe Dealers’ Association are: Fred 
Hardy, president, Winterset; Ira 
Welch, secretary-treasurer, Atlan- 
tic; Clyde Wiltsey of Harris-Emery 
Company, Des Moines, Iowa. 

The Convention City Committees 
were appointed by F. W. Samson, 
president of the Des Moines Retail- 
ers’ Association. Following is out- 
line of committees: F. W. Samson, 
president; H. L. Barlass, secretary. 

Local reception committee: 
George Breck, chairman; Milo 
Slade, Clyde Wiltsey, Scott Wiltsey, 
H. E. Jacobson, Vic Meline, A. B. 
Crandall, J. Cochran, W. S. Arant, 
William Donovan, Lou Akers, Earl 
J. Seren, Sam Mitchinik, Frank 
Krapo, W. E. Evans, Mr. Pollock, 
Harold Heggen, Carl Heggen, F. W. 
Samson, H. L. Barlass, Sol Panor, 
Joe Russell, Joe Limoges, Mr. An- 
derson, Mr. Arenberg, Charles Haff- 





ner, Frank T. Jacques, Ray Barnes, 
R. W. Sturgeon. 

Local Entertainment Committee: 
Frank T. Jaques, A. B. Crandall, H. 
L. Barlass. 

Women’s Committee: Mrs. F. W. 
Samson, chairman, assisted by wives 
of Des Moines shoe men. 

Women’s Registration Commit- 
tee: Mrs. Clyde Wiltsey, chairman; 
Mrs. H. L. Barlass, Mrs. Milo Slade. 

Hotels: H. L. Barlass. 

Reception Committee Floor Man- 
ager: H. E. Jacobson. 


McKenzie to Move to 
Tennessee 


S. D. Nichols, president of the 
McKenzie Shoe Co., of Fond du Lac, 
Wis., announced the early part of 
this month that he had decided to 
remove his shoe factory from Fond 
du Lac to Cookeville, Tenn., having 
made a satisfactory arrangement 
with business men of Cookeville who 
have. been negotiating for the loca- 
tion of this factory in their city. A 
site for the factory which is te be 
constructed at Cookeville is to be 
secured at once, and work on the 
plant will probably be underway in 
another month. The present plan is 
to have the plant completed in time 
that it may start production by the 
first of July. At the outset it will 
employ about 300 workers, and have 
an annual payroll in excess of 
$100,000. 





Texas-Oklahoma Meet 
Feb. 8-10 


Fort WortTH, TEXx.—The joint 
convention of the Texas-Oklahoma 
Shoe Retailers’ Association and the 
Southwestern Shoe Travelers’ Asso- 
ciation, to be held here Feb. 8, 9 
and 10, will be preceded on Sunday, 
Feb. 7, by a directors’ meeting of 
both associations, following which, 
in the evening, the travelers will 
entertain delegates and guests at 
a big banquet. 

The convention will open form- 
ally Monday morning, with a style 
show for shoemen only in the eve- 
ning under the auspices of the 
manufacturers who have exhibits. 
Business sessions will be held 
Tuesday and Wednesday with 
luncheons breaking into the busi- 
ness sessions and entertainment of 
various kinds ending each day. 


A record-breaking number of re- 
tail merchants have already sent 
word that they will be here, and 
over 300 lines of shoes and acces- 
sories, manufacturers’ and whole- 
salers,’ will be displayed in this 
city during the convention. In 
attendance also will be officers of 
the National Shoe Retailers’ Asso- 
ciation, prominent retail merchants 
and manufacturers from the 
eastern and western shoe centers 
and publishers of the prominent 
business publications serving the 
industry. 














i Survey of Newspapers Shows That Accurate Picture and Description 
| Are Used Plus Big Display of Price 
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How to Advertise the $5 Shoe 
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first, the volume buyer of America, youth, who 

would rather have three pairs of $5 shoes a 
year than one pair at $15; and, second, those with 
large families and limited income. 

In the advertisements covered, merchants seem to 
have hit an average of about forty words in their 
general story of value, policy or other reasons for 
being able to offer good values—ten words of de- 
scription for each style and the advertisements about 
equally divided in showing one shoe and two shoes. 
The prices run in the display as big as 6 in. deep. 

The one outstanding feature in $5 shoe advertising 
is the absence of “fine” words. The appeal to the 
imagination of the wearer is made through the me- 
dium of heavy price display. The pattern of the shoe 
is carefully shown and every element in such adver- 
tising is of the “direct hit” kind. The feeling that 


L us put the $5 shoe buyers into two classes— 


"strikes one is the out and out truthfulness embodied in 


every ad. The prospective customer is led to believe 
that every advertising merchant has done his best to 
give them the greatest possible value at the price. 
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How to Sell the Shoe at $10 Up 


Price Has Much Smaller Place in Merchant Advertising—A ppeal Is to 





Those Accustomed to Luxury 








—_ 


The appeal in ad- 
vertising of this 
kind is almost 
solely to those who 
appreciate, and are 
accustomed to, the 
finer things in life 
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ERE is portrayed the difference between 
H appointments in a store costing $7,000 
and the ones costing $30,000. 

The appeal is directed to those with a greater 
imagination and close acquaintanceship with 
with the better things of life. In the Martin 
& Martin advertisement we read as follows: 

“Three features of this new dress shoe ap- 
peal to men who wish to be both well-groomed 
and comfortable.” 

And it goes on to enumerate the special Mar- 
tin & Martin design of the heel which prevents 
slipping, the cut of the sides which assures a 





326 South M 













close fit, the comfortable support of the arch. 
Then the price is given in twelve point type. 
Contrast this with the large forty-eight point 





type price of a $5 shoe. There is a studied 
attempt to take advantage of the desire for 
nice things in selling a shoe costing over $10. 


_ In this advertising the power of suggestion is at its best. There is nothing to hurt the eye of a gentle person. There 
is nothing in these ads that will attract anybody to the store but those who are able and willing to pay the price, yet 
one cannot but feel that there is a tremendous educational interest within their borders. 
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Fraudulent Clearances Increasing 


O-CALLED “clearance sales” are tending to 

get out of hand. They have come to resemble 
a game of poker where the raises are often in- 
tended to “bluff” the timid out of a pot. In the 
average clearance sale the man with the most au- 
dacity in cutting prices seems to win. 

The bigger the mis-statement, the greater the 
sale—apparently. But what is the final outcome? 
The liar, the unprincipled rogue who misrepresents 
everything from the front door to the rear exit, 
who prides himself upon “hooking the public” 
brings disrepute upon the shoe trade and creates 
doubt and suspicion of all sales, legitimate or other- 
wise. 


For a time the legitimate dealer suffers. He 


sees his trade going to the store with the flaming 
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banner and sensational announcement of “shoes 
below manufacturer’s cost,” where they are usually 
stung good and sufficiently. A salesman in a chain 
store says that its biggest business was done at 
the time of the year when the annual and semi- 
annual sales were put on. “We sell more shoes at 
reduced prices than we do at regular prices,” he 
said. 

It is all well enough to stand back and denounce 
the practices of the pirates and declare that his 
methods will bring him to ruin. Meantime the 
pirate is selling a lot of shoes and getting away 
with a lot of stuff that verges upon criminality. 
What are the legitimate dealers going to do about 
it? 


Is There Room for Idealism? 


ID anyone ever call you “an idealist” with an 
inflection that seemed almost accusative? It 
seems that to be an idealist is to be an impractical! 
dreamer, a man whose head is in the clouds and 
whose feet are off the ground. There are those 
who love to sneer at the idealist and insinuate 
that he has no place in the business world. 

Let’s take a look at a few idealists in the shoe 
business. Tony Geuting of Philadelphia. A shoe 
man with an ideal. A vision of a wonderful store 
that would serve people better than they had ever 
been served before. Look at his performance. 
Look at his wonderful stores. Innes of Los Ange- 
les. An idealist with the soul of a poet and the 
imagination of an artist. His stores reflect ideal- 
ism. And they sell a lot of shoes. 

Dozens of other idealists who have made their 
imaginings come true. Artistic, poetic souls who 
have builded great business establishments and 
bank accounts. It seems that a man must have a 
certain element of idealism in his make up if he 
succeeds well. 

Cold, hard, business sense is a good mixture to 
go along with idealism but that alone will not cre- 
ate anything of a big size. Let’s have more ideal- 
ism of the sort that imagines beautiful stores, ex- 
quisite shoes, better service to the public and then 
make all those dreams come true. 


The Suburban Store’s Future 


RAFFIC congestion is rapidly becoming the 

most serious problem of the downtown mer- 
chant. Parking restrictions, limitation of street 
cars, overcrowding of sidewalks, jamming of peo. 
ple and cars at the prominent corners and cross- 
ings, all these are causing apprehension. Sooner or 
later the cities are going to be compelled to remove 
all traffic from their downtown streets or build ele- 
vated run ways for pedestrians. Subways for traf- 
fic are being considered. 
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Meantime the suburban store is enjoying an un- 
precedented prosperity. It is time, right now, for 
merchants to consider these problems. What will 
happen to the tremendous investment of money in 
big stores in the congested district? Banks have 
been quick to recognize the seriousness of the sit- 
uation. They are establishing branches in the sub- 
urbs where traffic congestion does not delay busi- 
ness. One big banking and trust company has es- 
tablished a score of suburban branches. 

Will it come eventually to the establishment of 
branch stores by the larger stores using the down- 
town establishment as a base of supply? 


Will He Last? 


N a small city in Southern California a merchant 
was commenting on some of the editorial matter 
recently appearing in the RECORDER. “I am abso- 
lutely with you in the matter of ‘Too much credit,’ ” 
he said. “We see examples of it right here in this 
little town every week. This morning, right across 
the street, a small dealer offered full-fashioned, all 
silk, finest quality hose at prices that would be too 
ridiculous to consider unless he steals his stock. 
I have heard from no less than half a dozen people 
who went in there to buy the hosiery offered that 
he claimed to be all sold out at 9 o’clock. But he 
had other stuff to sell at higher prices. 

“The history of this dealer in this town is un- 
known. He slipped in and opened a store. No one 
knows where he came from. He has a pretty fair 
stock of shoes. But he has never done one single 
thing since he has been in business that was ethical 
or straightforward. He has earned the dislike and 
the suspicion of everyone. How long he will be 
here no one knows. Not very long, at the rate he 
is going. How did he get his shoes and his hosiery? 
Some one took a long chance on him.” 

Warming to the subject, the merchant con- 
tinued: “You had another editorial recently that 
I check on. It asked the question—Can any one 
run a shoe store? Let me cite another case right 
here under my nose. An old fellow had a relative 
of some sort who wanted to get into business. He 
had a notion that there was a lot of money to be 
made in shoes, so he decided to start a shoe store. 
The old fellow backed him. In a few months the 
business was in a failing condition. The younger 
man slipped out gracefully, leaving the old man 
to hold the bag and to run the business or liquidate, 
or to bust, as he chose. Well, that poor old man 
is staggering along, trying to run a shoe store. 
He has no more knowledge of business than a child. 
He might run a farm successfully, but he is pour- 
ing water into a rat hole—trying to keep that store 
going. I ask you, where did that store get its 
stock? Who sponsored it?” 
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The RECORDER man visited both places and took 
a look at the cartons and other evidences of source 
of supply. There were, evidently, shoes from a 
number of jobbers and: manufacturers. To name 
them would be to disclose some surprising things. 

Once more the query comes up: Why is credit 
so easily obtainable? Why will certain manufac- 
turers and jobbers take chances on such stores? 
Do they consider the damage they are doing to the 
legitimate shoe trade and to the wearers of shoes? 

It seems that certain credit men should estab- 
lish a new code. Not only should they ask: “Can 
this man pay his bills.” They should ask: “Can 
he run a shoe store? Is he capable of fitting feet? 
Will he be a credit to the shoe trade? Is he a good 
moral risk? How will his entering business affect 
the welfare of the great buying public?” 

Eagerness for orders, cupidity, selfishness, am- 
bition to grow great at the expense of ethics and 
decent business methods. That sums up the facts. 
Here is a matter for shoe men’s organizations to 
consider. 


What’s Changing Country Stores? 


NATIONALLY circulated periodical asked re- 
cently if the country store was passing out. 
Yes, it is. That is, the country store that is usual- 
ly accepted as typical. The old-fashioned, shabby, 
run-down, out-of-date store with its crudities, its 
wooden counters, dirty windows, stock of junk and 
sleepy-eyed proprietor. That store is passing out. 
But the new type of country store, really a city 
store in the country, is coming in. City dwellers 
would be amazed to see some of the country stores 
nowadays. It might be worth the while of any 
man in the shoe trade to drive for a few weeks 
through the country villages and size up some of 
the new stores. He would get a new idea of the 
tendency. 


Shoe Jewelry 


FEW years ago someone dubbed the women’s 
shoe business as a “Millinery Gamble.” That 
might be amended today to read—Jewelry. Just 
how far a shoe retailer is justified in stocking jew- 
eled buckles and ornaments is problematical. Many 
stores are selling quantities of the most expensive 
kinds. Some are priced as high as $50 to $100. 
In one or two stores recently observed we saw dis- 
plays of buckles that shame the jeweler’s windows. 
“Rings on her fingers, diamonds on her shoes, she’!l 
get attention, wherever she goes,” is the theory 
that actuates the modern woman to want to adorn 
her shoes with jewelry. The wise merchant is 
helping her to satisfy this desire. 
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Making Friends as an Aid in 
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Selling Children’s Shoes 


By a Man Who Is Doing It 





OW many children do 
H you know in your 
community? How 

many fathers and mothers? 
I have often heard of shoe- 
men who are “jiners” and 
who rely upon their ac- 
quaintanceship in “The Sons 
and Daughters of I Will 
Arise” and in a score of 
other lodges to advertise 
their shoe business. But I 
haven’t heard of many who 
try to make themselves known 
and popular among children 


says the author. 


A modest shoeman with twenty years of 
service to children to his credit, tells us 
as fine a story as has ever appeared in 
print. The man who gets out among folks 
and seeks contact with them because he 
likes them, will find that they like him,” 
“And it is friends who 
count, as well in business as elsewhere.” 
We are sorry we are not privileged to use 
the author’s name, but we can vouch for 
the fact that what he has written is taken 
from his own personal experience. 


have been wondering if you 
could help me in this mat- 
ter.” 

“I’m glad you have phoned 
me,” I replied. “You know 
I’ll do anything I can to see 
that your boy has the right 
kind of shoes and is properly 
fitted. His is a wonderful 
case, and you must be very 
happy to be free from your 
long worry and uncertainty. 
It is possible that you will 
find his improvement and de- 
velopment will be assisted 











and parents. Still, if you are = 
interested in building up a 
business in children’s shoes I com- 
mend the idea to you. 

But here a word of caution. The 
man whose’ one idea in life is to 
boom his business among people he 
knows and who know him, never 
makes many friends, though he may 
have many acquaintances. But the 
man who gets out among folks and 
seeks contact with them because he 
likes them, will find that they like 
him and that the pond between him 
and them is not the slightest one 
of acquaintanceship but the strong 
one of friendship. And it it is 
friends who count, as well in busi- 
ness as elsewhere. 

There are lots of ways of making 
friends. 

The other day the mother of a 
small boy called me on the tele- 
phone. I had never seen the little 
fellow, but had met the father and 
mother a few years before. They 
used to live in the same neighbor- 
hood and they attended the same 
church I do. Now they live well 
out in the suburbs and I hadn’t 
seen them for some time. The 
mother phoned me because she 
knows me personally and knows 
that I sell children’s shoes and be- 
cause she felt that I might be able 
and willing to help her. She was 
troubled about shoes for her boy. 


PART of her story flashed into 
my memory before she could 
begin to explain why she had rung 
me up. The boy was born six years 





ago; fine, plump, bouncing and smil- 
ing in infancy, folks said; and a 
fast-growing little tad. Then came a 
change. Tuberculous spine, the 
doctor said. One of the vertebrae 
seriously affected. No longer could 
the little fellow stand; no longer 
even sit up. Experts were called 
in and when the baby was about 
three years old he was strapped flat 
upon a board to take all strain from 
the back and a long course of treat- 
ment, including the daily exposure 
of the little body to air and sun- 
shine, was begun. This much I re- 
membered, after nearly three years, 
as I heard the voice of the mother 
speaking of improvement and re- 
covery. 


66 Y baby is out of his cast this 

summer,” she said, “and is 
making efforts to move about. Not 
long ago he began to pull himself up 
on his feet and last week he showed 
signs of trying to walk. I don’t 
know what to do about his shoes. 
It seems he should have shoes that 
are exactly right for his feet and 
that fit perfectly. The doctor for- 
bids me to take him away from 
home, not allowing him among 
other people yet because baby must 
first recover from the long strain 
on his nervous system. So I can’t 
bring him to the store. But I 
thought perhaps you would be will- 
ing to send out some shoes for me 
to fit to his feet. I don’t like to in- 
convenience you so much, but I 





by his shoes if he has just 
the right ones to wear. So I 
am not going to leave you to fit the 
shoes. I’ll do it myself.. I’ll be at 
your home at 9 o’clock tomorrow 
morning.” 

Promptly on the hour I drove 
into the driveway of her home, five 
miles outside the city line, and went 
in to look at the boy. I could see 
the little fellow, rather delicate 
and shy, had the urge to walk and 
might soon be walking well with 
the right shoes to aid him.. 


N carefully examining his feet 

I found them entirely normal; 
measured them; tried on a half 
dozen shoes from the fifteen or 
eighteen pairs I had put in my sam- 
ple case, and decided that the foot 
required an 11% D. After talking 
with the mother about the different 
types of shoes the boy might wear, 
we agreed that, in view of the his- 
tory of the case, the best shoe 
would be a laced shoe, in soft- 
tanned tan calfskin, good solid 
leather construction, with a sturdy 
but flexible welted sole rough fin- 
ished on the bottom to prevent slip- 
ping. This shoe I took out of stock 
when I returned to my department, 
and sent it out to her on the first 
delivery the next morning. 

It is very evident that this sale of 
shoes was made at a loss. A gallon 
of gasoline. Two hours of my time. 
Away from the store for half the 
morning. Certainly there was no 
profit in the transaction. But stop 
a moment. Look ahead for years to 
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come. Someone will be selling that 
boy shoes in boyhood, in youth and 
in manhood. Who will do it? .That 
telephone call was an _ opportu- 
nity to secure this lifetime trade. 
I had to take advantage of it and I 
had to make good. I’ll get my prof- 
it later. 


ND there is the possibility of 

still more profit out of this af- 
fair. As my wife said when I re- 
turned home that evening, “The 
father and mother will never forget 
what you have done for them, in 
showing such interest in their dif- 
ficulties and in taking time to go out 
to their home to study the condition 
and needs of the foot and make 
sure that your shoes and your ser- 
vice would be right.” That father 
and mother, I expect, will always 
hereafter buy their shoes from me. 
And it is .quite likely that other 
business, children’s and adults’, 
will come to the store where I work, 
because what they will tell their 
friends about our store and shoes 
and service will be the most val- 
uable advertising I could have. 


HESE experiences, of course, 

are not likely to happen to a 
shoeman who is not sincerely inter- 
terested in the people he meets as 
well as in his business. It is simply a 
question of being genuinely human, 
attentive, concerned, kindly, consid- 
erate and sympathetic. No place in 
a shoestore is in more need of this 
attitude on the part of both proprie- 
tor and salesmen thar the children’s 
department. That is why, as man- 
ager of our children’s department, 
I tell my salesmen I cannot allow 
anyone to sell children’s shoes un- 
less they are fond of little folks. 
If I try a new salesman or salesgir] 
and discover they are not liked by 
our child customers, I tell the man 
I work for why I cannot have the 
new salesperson in the children’s 
department. An agreeable and 
pleasant touch of tenderness, and a 
sort of affinity of interest for the lit- 
tle things that are so important in 
the life of childhood, are qualifica- 
tions which will make any man or 
woman a success in selling shoes to 
children. 

I don’t know anything that 
touches a chord of sympathy in my 
heart more than to see coming into 
the department a child who has 
suffered an attack of infantile 
paralysis. Twice since I began sell- 
ing children’s shoes an epidemic of 
this dreadful disease has ravaged 
our city. So I have seen its early 
results in childhood and its effects 
that stay with the children as they 





grow into youth. Their sad experi- 
ences and condition call for pity 
and challenge the shoe salesman to 
do his best in serving these little 
folks. It is encouraging to discover 
that often the shoeman’s service 
proves to be a real aid to these 
unfortunate children in their diffi- 
cult task of.learning to walk suc- 
cessfully. His satisfaction in 
knowing that he has helped is a 
greater reward for good work than 
his weekly pay envelope. 


F course something other than 

this disease may be the reason 
for similar needs and problems in fit- 
ting shoes to children’s feet. What- 
ever the cause of these cases, it has 
been my experience that best re- 
sults are obtained by fitting sub- 
stantial calfskin shoes, high cut, 
with welted full weight soles. I 
have observed that usually this sort 
of shoe, on a full-toe last, fitted in 
the right length and width, will be 
all that footwear can possibly do to 
help the child to walk well. Where 
some corrective effort seems indi- 
cated by the faulty poise of the 
body or the unnatural contour of 
the ankle as the child stands as 
squarely as possible upon both feet, 
I take off the entire heel and replace 
it with a full orthopedic heel. In 
many instances I find that a fur- 
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ther effort must be made to help the 
child stand- more nearly straight 
and tread more firmly. Under these 
circumstances I use a wedge at the 
heel, one, two or three-eighths of an 
inch thick; placed at the inside or 
outside edge as may be required. 
In extreme cases I put an underlay 
along one side of the sole, made of 
the same thickness as the wedge in 
the heel. 

Naturally the extraordinary in- 
stances I have recounted are not 
the everyday experiences of sales- 
men in the children’s department. 
Exaggerated as they are above 
what men sometimes call their 
“daily routine,” they nevertheless 
are excellent illustrations of the 
fact that the regular and constant 
service which is rendered by de- 
voted and competent salespeople in 
the children’s department is of un- 
told importance to the welfare of 
the customers. Ignorance, care- 
lessness or thoughtlessness of the 
salesperson may cause endless foot 
trouble in adult years. But knowl- 
edge and conscientious attention to 
the needs of every case will help 
growing feet to develop and mature 
as nature intends and to be good, 
efficient feet through life. 

That is the satisfaction of serv- 
ing humanity in the children’s de- 
partment of a shoe store. 








Background Important in Hosiery Displays 





Attractive window display of “As You Like It” hosiery. 
range is effectively displayed against a neutral background. The 
background of a hosiery display, incidentally, is of real importance 
because it must contrast harmoniously with all the different hosiery 
colors. Neutral grays and browns are good, as are also white, cream 


The color 


and sometimes even black 
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Open Your 


Spring 
Business 


With a 
StyleShow 


“Jack” Is Climbing the 
“Beanstalk of More 
Pairs Sold” Through 

The Store Style 


Review 


Sandler & Sons, Inc., retail 

shoe merchants of Brockton, 
Mass., is telling in this story how 
any retail shoe merchant, no matter 
how small, can stage a Footwear 
Fashion Pageant for five nights a 
week, at a cost of $8 a night—and 
receive about $500 worth of pub- 
licity, gratis. : 

First, a little history on “Jack” 
himself may be in order. He was 
born in Boston, one of a fourth 
generation of retail shoe merchants. 
He learned the business in his ’teens 
with his father—A. Sandler, known 
as “The Pioneer Shoeman of Cross 
Street.” When he was 18 years of 
age, he was appointed general man- 
ager of the Three K Chain of five 
stores, located in different cities. He 
conducted these stores in addition to 
retaining his interest in the two 
Boston stores. By that time, he had 
acquired the title of “The Youngest 
Shoeman in the East.” 

“Jack” states that he fully ap- 
preciates the problem of the small 
retail shoe merchant who conducts a 
shoe store—and of all shoe stores, 
he says, the family shoe store of- 
fers the greatest amount of perplex- 
ing work. He knows whereof he 


[see SANDLER, head of A. 


speaks, for in his Brockton store 


he carries men’s, women’s and chil- 
dren’s shoes, as well as hosiery for 
the whole family. “Jack” does all 
the buying, the advertising, looks 
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“Jack” Sandler, 
Who starts each season with a shoe store style show 


out after the financing, window 
trimming, interior trims. He is a 
member of the Massachusetts Retail 
Shoe Merchants Association — and 
yet, he finds time somewhere for 
style revues. 

But let the boy tell it himself— 
“No, I’m not shoe style show crazy,” 
said he, “but I have proved to myself 
my theory—that shoe store style 
shows pay, so clearly, that I want 
all the retail shoe merchants of the 
country to ‘try it for themselves.’ 

“I received my idea by attending 
association meetings. I went to the 
big yearly get togethers to ‘listen 
in’ to ways and means to increase 
trade and came away with the Style 
Revue idea. 

“My first attempt was made as 
the introduction of my Brockton 
store—in the spring of 1916. A 
very unique affair it was. As far 
as I know, it was the first time that 


any store in the town had attempted 
it. I held the show in the window of 
my own store. I decided that I 
could make more of a ‘hit’ with 
local girls. I chose high-grade girls 
who came with good recommenda- 
tions as to character. I appealed 
to the girls and their families from 
the standpoint of local pride—and it 
went. over ‘big’—in fact, on the 
three nights of the show, from 7-9 
each evening, the police department 
were obliged to send a squad of spe- 
cial reserves to preserve order and 
keep the interested friends and rela- 
tives from breaking the window. 
“The second year I tried it again. 
This time I thought that I would be 
satisfied with a smaller crowd and 
decided not to have the girls show 
their faces, so I arranged a curtain 
that covered them all up, except 
their shoes and ankles. But the 
second event was more exciting than 
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the first; the police called it ‘A leg 
show, only’ and it was called off 
after a one-night ‘stand.’ 

“The next year, I went back to my 
original method of window style 
show. Some five or six years ago, 
I was asked by the Brockton Fair 
Style Show Committee to cooperate 
with them in the staging of Style 
Show Revue models. And so, I have 
put on for them all of the children’s 
shoe and hosiery models, as well as 
a few women’s models and all of the 
men’s and women’s hosiery. I have 
also worked behind the scenes help- 
ing to fit the model’s feet. 

“My next move, in conjunction 
with a millinery shop, and an 
apparel shop, was to stage a 
shoe style revue as one of the fea- 
tures of a ball. One of our enter- 
prising young women who conducts 
dancing classes gave an assembly at 
which dancing and an entertainment 
took place. This style revue of 
Mollie Hurley’s Ball made a big 
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low,’ or ‘a medium heel,’ or to ‘a 
shorter forepart,’ rather than using 
the word ‘vamp.’ I make my talk 
as one who is giving advance ‘tips’ 
on ‘what’s what’ in footwear, and 
how to take care of footwear, so as 





‘hit.’ Towns nearby took up the - 


idea — until at the present time 
there is not a town within a 25-mile 
radius of Brockton, communities 
ranging from 2700 to 15,000, that 
have not had featured at one of 
their big social functions ‘Shoes by 
Jack Sandler, of A. Sandler & Sons, 
Inc.’ 

“The benefits derived from these 
neighborhood showings are many. 
The ‘average’ woman attends these 
affairs. She sees the trend of style as 
is shown in the big cities—it does 
not look so awe-inspiring to her in 
her own home-town hall, or church 
fair, or club, as it does in the big 
city windows. It does not seem ‘so 
far away’—it is footwear ‘for her,’ 
brought especially for her from the 
big city—and footwear that is worn 
with the most approved style in 
gowns ‘for the average woman,’ as 
well as for the one ‘above the 
average.’ She receives her shoe 
style lesson in the most pleasing 
form, and without the research work 
necessary for a special footwear- 
buying trip. The shoe store putting 
on the shoe style revue is -really 
‘dictating’ what the public shall 
buy. Showing at these community 
social events keeps a merchant’s 
name before the leaders and their 
followers. 

“I usually give a five-minute talk 
on the proper shoe to wear with a 
certain style shown in millinery, 
coat, or gown—or in the various 
lines of children’s apparel—and I am 
thinking of soon putting some men 
‘on the boards.’ ‘Shoes for the 
Occasion’ is my theme, but I avoid 
trade technicalities, referring, for 
instance, merely to ‘a high;’ or ‘a 


A Store Style Show for 
$8.00 Per Night 


Now, boys, “listen in,” and I will tell 
you just how you may “do it” for $8.00 
a night. Get in touch with two other 
reliable local merchants in your town, 
and together hire four good looking 
local girls for five nights at $20 “per 
week” for each. This makes $80. Get 
a three-piece high school orchestra— 
these boys or girls will be glad to play 
for five nights—the leader at $5.00, or 
$25.00 for the week, and the other two 
players at $22.50 apiece for the week’s 
work. If the four girl models can sing 
well, or if only one of them is a singer, 
so much the better. It may be, in many 
cases that a —— orchestra, or 
just a piano, will be all that is neces- 
Sary. n this case, the money can be 
spent in professional singers, or it 
may be that the party at which the 
Style Revue is staged has its own or- 
chestra—then the money can be spent 
in some other detail—for more models, 
or the $8.00 price per night to the shoe 
merchant can be still further reduced. 
There is no cost for hall hire, nor 
lights—for that item is provided by 
the parties giving the event—the Style 
Revue is part of the entertainment. 
The woman’s apparel merchant should 
always stand half of the expense, the 
millinery merchant and shoe merchant 
one-quarter of the expense. In the case 
of the above expense, the total of $80 
for music and $80 for models, $160, is 
divided on the above basis so that the 
shoe merchant’s bill is but $40, or one- 
quarter | of the total of $160. I have 

ut this over” many a time for five 
nights for $40—and consider it the 
most profitable $40 investment I have 


ever made. 
“Jack” Sandler. 
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to get the most service out of it— 
real ‘heart to heart’ advice.” 


* + 


A. H. Berry Shoe Co. 
Reorganized 

PORTLAND, ME.—The A. H. Berry 
Shoe Company of this city 
has been reorganized and is now 
to be known as the A. H. Berry 
Shoe Corporation. The new officers 
and directors are all men who have 
been connected with the company 
since the early days of its history. 
Horace B. Crosby, of this city, is 
president; Albert L. Duke, of Man- 
chester, N. H., vice-president; 
George A. Davis, of Freeport, Me., 
treasurer. Directors, in addition 
to the officers already named, are 
Harold Lee Berry, of this city; 
Lester F. Tarbell, of Bangor; 
George H. Sperry of Boston, and 
Phillip F. Turner, of Portland. 

The headquarters of the new cor- 
poration will be the same as before, 
at 149 Middle Street, Portland. It 
operates a factory in Portland 
where the Evangeline and Ameri- 
can Beauty brands are made, and 
the H. E. Davis Shoe Company at 
Freeport where Crumbs of Comfort 
and Davis’ New Process Cushion 
Tread shoes are manufactured. 

It also has a distributing plant 
at 186 Lincoln Street, Boston, 
where these popular-priced women’s 
shoes are distributed throughout 
southern New England. 

The A. H. Berry Shoe Company 
was founded in 1889 by Alfred H. 
Berry, a pioneer shoemaker of 
northern New England, and to his 
integrity and sound business sagac- 
ity can be attributed the growth of 
the company. Since his death in 
19238, the management of the busi- 
ness has been in the hands of his 
son, Harold Lee Berry, who has 
carried on along the lines laid down 
by his father. 

This new corporation will be a 
co-operative association in the best 
sense of the word, as the men who 
are the officers and directors and 
the department heads of both the 
store and the factory are stock- 
holders in the business. 


McGeehan Joins Sinsheimer 


George H. McGeehan, formerly 
credit manager of the O’Donnell 
Shoe Company of St. Paul, has 
joined the Sinsheimer Brothers 
Company, manufacturers of the 
Sinbac Helthy-Fut line of chil- 
dren’s and misses’ footwear, as 
credit manager, taking the place of 
Mr. E. J. McKone, who recently 
resigned. 
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Finding Window Ideas in the 
Pages of History 
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Cards and Trims Can Be Evolved from Past 
Records of Events of Local Interest 


thing that wasn’t there yester- 

terday is what attracts the 
Passerby Family to your store win- 
dow. A change, a variety or a re- 
arrangement is all that’s wanted to 
make the numerous members of that 
family stop and look. If they know 
there is to be a change each day 
they have already made up their 
minds to see what that change will 
be. And the shoe merchant must do 
his best to satisfy them. 


Sine a G_ different. Some- 








in Many Fields 


Events and happenings of the past 
are attractive to most folks. Some 
folks delight in reports and records 
of weather happenings. Some are 
interested in the dates of births and 
deaths of men and women who 
helped to make history. Others are 
interested in the records of the 
sporting world. And practically all 
like to read of happenings that talk 
of money in fairly good sized 
chunks. And so it might be wise 
to humor them by displaying the 





record of some historical happening 
in the store window. A new card 
each day. In a simple frame or on 
a stand. It might be in book form 
and be an easy matter to reach into 
the window and turn a leaf of the 
book. Folks would become accus- 
tomed to picking up bits of the past 
and would look forward to the next 
day’s look backward. Naturally the 
showing of shoes and other merchan- 
dise is given attention. As often as 
possible change the footwear. 
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Some cards that do not say a ward about shoes 
The shoes will speak for themselves 

lay some happenin 
Public. Always on the peony, a 
lettered on a card in atrame 






i his is told to the 


of its happenin ; 
stand or in a book 


Note that the Feb. 2 in the book differs from the Feb. 2 


on the card. Illustrating the range of ‘possibilities intext 
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The book on a low stand. The shoe and the 


hosiery at the sides and back. 
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The St 
of Saee This State 
Footweay | 15° 
means much| With Snow 
to the 
State 
oF Your 
Health 




















Suggestions For 
window cards la go with 
@ shaw Covered Stale 
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Looking down on a window layaut tdea. Any State can be used 
For display of Winter footwear make the State of artificial snow 
Cities and towns have names lettered on cardboard and their 
locations shown by buckles, heels or any article the mere 
cares to use, depending on the size the mep. | 
Shoe laces would make rivers. Toy ships off coast if desired 






























SZ Haverhill 
Pos 
Buckle (or heel) to 
show location o 
city or town and 


the name lettered 
at the side of it 





Putting Shoes and Stores 
on the Map 


SNOW-COVERED form of your Staté in the store window 
would get that recognition due to an old friend—an 
old friend who had not been seen before in just this make-up. 












Around this map the shoes could be arranged so that they PA 
would come in for their share of the attention. Cities and = 





towns could be designated by articles of merchandise. Rivers 
of shoe-strings could wind in and out. Frozen bodies of water 






might leave off all the cities and towns but the one where he An exhibit 





dow cards to meet that. Maps other than snow covered could 
be made attractive. The sketches illustrate in a manner what 
could be done. 

In a State map the county lines could be shown and the win- 
dow cards talk of some county news or happenings. A city 
map with its wards or precincts marked off and numbered. 
Perhaps these last two might carry pictures of their political 
representatives. If a merchant outside of New York City 
wanted to emphasize the New York styles he was carrying what 
could be better than a map of New York City. Or a map of 
Central Park. Paris styles could in this fashion be brought 
out stronger. Most cities have public parks. The merchant 
might map out the one in his town. 













used 





is located, and build his showing of merchandise and his win- would take on addi bonal value. 


Shoes can be dressed yp lo give 
suggestions boats and 
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Golf cheb 








Golf courses over an entire 
could be shown by bits of mirrors. Ruffled or waved blue-green State could be easily marked 
changeable silk could be used for open waters. The merchant by cut ve oe on stands. 


Golf Shoes and Hosiery 















on water routes. 
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Yo oo Hosiery arranged to represent the sections of the FRANCE 
ao, ai United States and Europe. Tape route trom 
=“ port to port- and display Shoes just back of tape. 
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Personalities in the Shoe-Public Eye 


1. A bunch of the Johnson, Stephens & Shinkle Shoe Coni- 4. Once the wrist watch had its golden chain—now Bill Rey- 
pany’s boosters—each holding his one best bet, with nolds puts it over the throat of the pump. 
Quinn the leather man holding a pair. 5. Frank B. King telling William Goldstein of New York 

. Jindrech Waldes of Prague, Czecho-Slovakia and Long that partners must agree in “pictures” whatever they do 
Island City, New York, showing Ed. Phelps of Shreve- in business. Bill tells Frank, “give the pretty women 

rt, La., an interchangeable Koh-i-noor shoe fastener. retty shoes; we want to make ’em style happy.” 

. George Gregory, stylist, and E. H. Bickel, salesmanager Bob Roberts (minus the never lit cigar telling Helen M. 
of the Shoe Specialty Mfg. Co., putting their heads to- Haney that shoe is the real answer to the time honored 
gether over a “new one.” tale “Mary had a little calfskin.” 
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Make the Public“Shoe-Conscious” 


How I Point a Finger at Men and Women 





to Put Them Footwear-wise 


By C. J. Carew 


Manager of Footwear Walker’s, Inc., Los Angeles 


ERE was an old expression 
used in our grandmother’s 
day—“Putting the Best Foot 

Forward.” It was a wise old say- 
ing and meant a great deal more 
than the words imply. I think it 
would be a good idea for some of 
us to revive the saying, or at least 
the idea, as a gentle reminder that 
the attention to and condition of 
our footwear is of just as much im- 
portance as the brushing of our 
teeth. Any foot expert will tell 
you this is true. 

Has it ever occurred to you that 
your shoes are a “dead-give-away” 
of your character? Well, they most 
certainly are. For your own satis- 
faction, and at the first opportun- 
ity, make a test of this upon the 
people you know intimately and 
with whom you come in daily con- 
tact. Watch for the run-down 
heel, the soles worn off on the out- 
side, the shoes badly in need of a 
shine, the carelessly applied shine. 
Then pick out the well-groomed 
foot, the heels that are straight as 
a die, enabling the wearer to stand 
perfectly erect and in comfort; the 
shoe with a perfect shine, with the 
laces in perfect condition and prop- 
erly and carefully tied. Proceed to 
make an analysis and you will dis- 
cover that the character of each 
individual is expressed by his 
shoes. 


UST five minutes spent in our 

shoe department, looking at 
shoes from this angle, will prove a 
revelation to you. You will find that 
to a large majority of people the heel 
is merely the “hinder part of the 
shoe,” and from the time of the 
purchase of a shoe until its final 
discard (provided the heel does not 
actually depart from the shoe) it 
is never looked at or thought of. 
Take even the ordinary bootblack 
—until he discovers just how par- 
ticular and demanding you are, he 
will need to be reminded that a lit- 
tle polish and a-fair amount of el- 
bow grease is quite essential to the 
heel as well as to the toe. Bear this 





He tells the public, “When you 
are sitting in the inside of a 
street car where the seats face 
each other, do you not invariably 
cast your eye over the array of 


shoes in front of you? You no- 
tice, too, that others are doing the 
same thing. When their glance 
comes around to you, are you 
able to look them in the eye with- 
out embarrassment, or do you 
wish that the bottom of the car 
would fall out and take ge with 
it? Think of this in the morn- 
ing before you leave home and 
devote the few minutes that it 
takes each day to give your shoes 
the “once over” 





in mind: The bootblack is reading 
your character from the pair of 
shoes you present -to him to be 
shined, and I am willing to wager 
that you get no more or less than 
he thinks you will demand, so be 
demanding. Perhaps you are in the 
habit of shining your own shoes. 
If you are, do a good job while you 
are about it, and don’t forget the 
heels. Watch the laces carefully 
and use.care in tying them. That, 
as much as anything else, shows to 
others a careless or careful trait in 
your character. If you can afford 
it, keep two or three pairs of shoes 
going at the same time. It will not 
only tend to preserve the shoes, but 





will be of benefit to the feet as 
well. Don’t wait until your feet 
are almost out of your shoes before 
purchasing a new pair. For if 
there is anything more deplorable 
looking to one’s self it is the sight 
of an ill kept, worn pair of shoes 
beside a new pair in the act of 
being tried on. Please do not mis- 
understand me. I do not mean, in 
any sense of the word, that it is a 
disgrace to own a worn pair of 
shoes, it is the condition of those 
worn shoes that I have in mind. 
In this day and age there is no ex- 
cuse for run-down heels or soles 
worn down on the side. At a very 
nominal cost these unsightly condi- 
tions will be taken care of “while 
you wait,” therefore the neglect of 
them goes further to prove that 
you are just naturally careless and 
unthinking. 


URTHERMORE, suppose you 
were an executive who em- 
ployed numbers of people, would you 
hire a man or woman who applied to 
you for a position, where attention 
to detail and carefulness are requis- 
ite, if the applicant presented him- 
self or herself to you with a pair of 
ill - cared - for, down - at - the - heel 
shoes? Would you be likely to trust 
that particular job to that appar- 
ently careless person? Hardly. So 
you see how important this item is. 
Outside of the fact that the other 
fellow’s estimate of you may be 
good or bad, upon inspecting your 
feet, is there not a personal satis- 
faction in the knowledge that your 
feet appear well groomed? Does it 
not give you a feeling of confidence 
in yourself when approaching the 
“man higher up,” whoever he may 
be, when you know that you have 
just given careful attention to your 
shoes and know that they are in 
perfect condition? One cannot 
talk with assurance or confidence 
when he knows that the person 
whom he is addressing is appar- 
ently casting his eye down upon a 
pair of neglected shoes. The per- 
son being addressed may be perfect- 


[CONTINUED ON PAGE 113] 
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WORCESTER | 





Stock No. 848, Snap last, 
Gallun’s color No. 55, 
Mandarin Calf, Wingfoot 
Heel, plump single sole, 
widths A to D. $5.35 


“THERE’S PRIDE IN THE WEARING” 


For the pride of the New England shoe 
craftsman in his work is reflected at its best 
in every pair of Peck Shoes. 

You cannot give your customer better 
shoe value. Let “Peck” show you the way 
to increased sales and profit for 1926. 


PECK SHOE COMPANY 


MEN’S AND WOMEN’S FINE FOOTWEAR 


WORCESTER, MASS. 





New York—859 Marbridge Bldg. Boston—432 Rice Bldg., 10 High St. 








When writing to advertisers please mention Boot anp Suoe REcoRDER 





January 30, 1926 BOOT AND SHOE RECORDER 





+41 


























HY ashion Notes 
from the 


WORLD'S SHOE STYLE CENTER 


SI. LOUIS 


AS SEEN DURING THE PAGEANT OF FOOTWEAR FASHIONS, HELD 
AT THE STATLER HOTEL, JANUARY 4, 5, 6, 1926 
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‘Wonderful Shoes 
“" Wonderful Girls 


Reg. U. 8. Pat. Of. 





in Perfect Harmony with Style 


pe iry 


Sample No. 7459 
ADVANCE MODE ONE STRAP 
There is an unusual demand for this charming 
semi-open shank one strap in Blondine Kid with 
Brown Kid piping and underlay—made over our 
70 last with 17/8 heel. 


Johnson, Stephens and 
Shinkle Shoe Company 


“BETTY” 2 ™ 
Manufacturers 
SAINT LOUIS U.S. A. 


This model is also made on our new 77 
last with 19/8 heel and our 56 last with 
14/8 box heel in all the modish shades 
of colored kid. 
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Puts Her Style 
Foot Forward— 


“The progress of St. Louis is due 
to: 
































1. “Unusval values. 
2. “Superior service. 

3. “Complete cooperation between manu- 
facturer and retailer,” says H. V. 
Stephens, Pres. St. Louis Shoe Mfrs. 
and Wholesalers Assn. 





















HE Second Annual Pa- 
geant of Footwear Fashions 
held January 4, 5, 6, 
brought forth a glorious array of 
new springtime patterns. 


Merchants from every part of the 
country came and saw and bought. The 
styles they saw and the styles they bought 
reflected the unusual effort of St. Louis 
Style Builders, and served to confirm 
early predictions as to what would be 
good for spring. 


Reports from the factories disclose 
the fact that a huge amount of business 
was booked the first week in January. 
It also has been learned that all St. 
Louis houses anticipated their needs on 
colored leathers early enough to avoid 
any delays in production and delivery. 


The outstanding point of information 
to be gotten from the Pageant is the fact 
that colored kids made over airy pat- 








terns will predominate for spring. Prac- 
tically every manufacturer’s presenta- 
tions emphasized this fact. 


Parchments, Sauterne and Opal Grey 
are the principal colors used, both in the 
body of the shoe and for trimming. 


Pumps and one-straps were shown in 
an almost endless variety, the latter ap- 
pearing to be in the majority. French 
tie oxfords in fancy open effects were 
well received. 


Patterns have taken on a more slender 
look, though the vamps remain short and 
the toes medium round. 17/8 to 20/8 
heels and well curved arches have done 
much to attain this effect. 
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HE enormous volume of orders 
© placed with us at the recent Style 

Shows in St. Louis and in Chicago, 
so greatly exceeded our most sanguine ex- 
pectations, we are prompted to express 
our full appreciation for this very substan- 
tial response to our new plan of produc- 
ing and distributing our product. 


These results suffice to completely dem- 
onstrate and fully establish our claim (in 
recent announcement) to a NEW 
STANDARD OF VALUES—improved 
quality reflected in the merchandise and 
an economic cost reduction as reflected in 
our prices. 





Our representatives are now calling on a 
select list of buyers who have not seen 
our new proposition and who may desire 
to avail themselves of this dominating 
advantage in real style values. 











Pe digo -Weber Shoe Co. 


Locust at 35th St. 
Saint Louis, Missouri 
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ESTABLISHED 1872 





“KEEPING THE QUALITY UP!” 


The reason for Hamilton-Brown footwear popularity was 
more than ever apparent at the brilliant 1926 St. Louis 
Style Show. 


Our ultra-modish new Spring patterns reflect Hamilton- 
Brown ability to “Keep the Quality Up!” not only as to 





“VENUS”—American Lady stylish beauty but as to fit and economy. 
No. 7164—Ivory Kid Fancy One-Strap; Har- : " ~ o . ‘ 
monizing Kid Underlay; Flexible Single Sole; Keeping the Quality Up Keeps Salability Up. which, in 
17/8 Parisian Spike Heel; Kid Lined French turn, creates larger profit-taking opportunity for Hamil- 


Bound; 164 Last. 
4% to 8 AA, 4 to 8 A, 3 to 8 B, 2% to 8 C. 


en HAMILTON BROWN,SHOE Co 


St.buis. USA oston 


When writing to advertisers please mention Boot anp SHor Recover 


ton-Brown Retailers. 
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ONE GRADE—THE BEST 


WE WISH TO THANK OUR 
MANY CUSTOMERS AND FRIENDS 
AS WELL AS OFFICERS AND EXECU- 
TIVES OF THE ST. LOUIS MANUFAC. 
TURERS AND WHOLESALERS’ ASSOCIATION, 
THE NATIONAL RETAILERS’ ASSOCIATION 
AND THE SOUTHWESTERN RETAILERS’ 
ASSOCIATION FOR THEIR LOYAL SUP. 
PORT IN CONNECTION WITH THE 
JANUARY STYLE REVUE HELD 
IN ST. LOUIS AND CHICAGO 


BOYD-WELSH SHOE COMPANY 
St. Louis, U.S. A. 
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MARTHA 


The New Smart Step-In Pump 






HIS ultra chic pump is developed 

in Blonde Satin with Gold Patent 
Leather trimming—our newest last with 
19/8 heel. 


Also made in Patent with colored Kid 
trimming and high shades of Satin with 
Gold Patent trimming. 


TO ORDER ONLY 
FOUR TO FIVE WEEKS DELIVERY 


W. H. LAMPE 


Shoe Co. 


SAINT LOUIS MANUFACTURERS U. S. A. 
When writing to advertisers please mention Boot anv SHog Recorper 
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Our ability to produce “winning pat- 
terns” together with “solid leather” 
quality “in-stock” merchandise and 
quick order service, has made Central 
the fastest growing shoe house in 
America. 


No. 1766—Wos. “Lady Louis” Pat. 
Parisianne Stp., Plain Toe, Copper 


GENTRAL SHOE Go. Patent Leather trimmed, S. S., 19/8” 
M Cov. Wood Spike Heel, Imit. Turn. 
anufacturers Letty ‘Last. 
1641 WASHINGTON Ave. ST. LOUIS, U. S. A. 
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“She walks | in in beauty," 
“ONETA” 


STEP-IN PUMP 


ANOTHER EXCLUSIVE 
BRAUER CREATION 


IN PATENT LEATHER WITH BOIS DE ROSE 
AND ASCOT KID TRIMMING AND BOIS DE 
ROSE COVERED HEEL, ON OUR 200 LAST, 
MEDIUM ROUND TOE, SHORT VAMP, 19/8 


SPANISH HEEL. 


NOT CARRIED IN STOCK 
MADE ON ORDER ONLY 


ALSO MADE IN MANY onan  oemeetenal 


“ONETA” TIONS ON ALL LAS 


BRAUER BROS. SHOE ©. "hx" 
FASHIONERS OF WOMEN'S NOVELTY SHOES 
When writing to advertisers please mention Boot ann Suor Recorper 
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CThe 20/8 Heel a mesh Modeled over ne 20 Turn or 
of? mall°7Diamonds and no.15MEKay both the newest 
e@arried out in the°Bou? arto areh and short effect 
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Shoe Co, 
LSAINT LOUIS 
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, she Worlds ShoeXarket ———.~ ST. LOUIS, 
SPRING STYLE OFFERINGS 


and the men who create “SHOES THAT SELL” 














J. ©. BOYD 
Boyd-Welsh Shoe Co. 


HARRY JOHANSEN 


Johansen Bros. Shoe Co. “The Tiarra” 


“The Minuete” 








W. 8S. OVERTON 
Brauer Bros. Shoe Co. 


WM. H. LAMPE ~ 
W. H. Lampe Shoe Co. PLE 
ys aio : “Oneta” 
Patent with Bois de Rose 


“The Debutante” SK a 
Four Eyelet Lace wee and Ascot Kid Trimming. 


J. T. DYER ‘ J. T. JOHNSON 
McElroy-Sloan Shoe Co. Brown Shoe Co. 


a “Courtesy Strap” 

“Tarn Style” z ‘ ’ —_— Patent One-Strap with 
No. 239 in Sauterne Ki Sudan. Sauterne and 
B Kid Inlay. Hazel Brown Kid. 

. In Btook. 17/8 Heel. In Stock. 
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The Peppy Pattern 

AA326 $5.25 Sudan Kid One-Strap, Copper Patent 
Trimmed, 12/8 Box Heel. 

AA325 4.85 Same in black patent, copper patent 
trimmed. 

AA324 4.85 Same in black satin, black suede 
trimmed. 











Shoe on Model our “Ginger” Pattern 
with 16/8 Spike Heels. 


AA321 $4.85 Patent, Copper Patent Trimmed. 
AA322 5.25 Sudan Kid, Copper Patent Trimmed. 
AA320 4.85 Black Satin, Black Suede Trimmed. 
All widths AA to C, sizes 2%-8. 
In stock now. 


There is true excellence in these beautiful patterns. They have 
delicate, graceful lines with just enough trimming to make 
them especially attractive to women who exercise the best 
taste in the selection of footwear. 


Www Vanos Goungawy, 


Manufacturers 


ST. LOUIS U. S. A. 
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CHAS. TWEEDIE 


HARRY VINSONHALER 
Tweedie Footwear Corporation 


H. ©. Church Shoe Co. 
“The Priscilla = ‘ 3 
Pump” “The Spider 


One of Creel Mauldin & 
bers new line of 
“Dandies."" Made of tan 


calf. 


JULIAN SAMUELS ar all — * 
Samuels Shoe Co. oe 
a ea “The Shirley” 


tatent with Pin Seal 
Quarter, White Kid. 


“The Dippy” 





“Gore Tongue 
Colonial’ 
by Shoe Specialty Mfg. 
Co. 


A. J. SPRING 
Capitol Shoemakers, Inc. 





J. G. JONES, JR. 
Rice O'Neill Shoe Co. 
“The Frolic” he tl trimmed in "Fire 
Sauterne Kid f y per’’ patent leather 
Trimmed in Patent. Spike Heel. 
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TutruStyle 


COMBINATION LAST 


236—Ladies’ TURN STYLE Patent 
Leather, Iridescent Applique and 

1 Breast Heel, 

A, 4-8; 


, AA, 4%-8; 
6, h-8” Saeet $5.00 


741—Misses’ BILLIKEN Patent Leather 1 
strap, Goodyear Welt, Low Rubber Heel, 
C and D, 12-2 $2.90 
741—Child’s Same with Spring Heel, D, 
8%-11% $2.50 


\ aes a. with unusual fitting McELROY-SLOAN SHOE CO. 


*‘Billiken’’—the shoe the child outgrows. Made of the best 
leathers. ST. LOUIS, U.8.-A:; 


+48 ad 
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THE 
“STAR BRAND” 








**Star Brand 
Shoes 


are Better’’ 








T costs us less to make shoes and it costs 
us less to sell them—because we make 
more and sell more. 


That’s why 
“Star Brand Shoes Are Better.” 


Concentrate on this strong line and let the 
cash register convince you. 


The “Norma” 


teatime 
Ladies’ Patent, McKay, 14-8 Cov- 
iteeianzte: ROBERTS -JOHNSONSRAN 
Buckle Pump. Branch of international Shoe Co. 


Widths AA-C—Sizes up to 8 ST. LOUIS, MO. 
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eAll Leather 
Line 99 


HETHER you want shoes for 
Ladies or Children—or Men or 
Boys—you can always get the late 
practical styles in “Shoes that Sell” 
from our stocks on the floor. 
Send for catalog of shoes that make 
selling easy and come close to an 
“assured” profit. 


Friedman-Shelby Branch 


International Shoe Co. 
ST. LOUIS 
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St. Louis Style Builders Present 
“Shoes That Sell’ for Spring 


ee —— 


HOWARD STEPHENS 
Johnson, a & Shinkle 
“ etty” 


J. W. CONNER 

ORI Hamilton Brown Shoe Co 

No. 7504 toh prong s an 
Parchment Kid with blonde Re Kis “Venus 
and gold brocade varp col- Pere Creech American Lady 
ar anc quarter inlays. Rake Cr Ivery Kid with 
19/8 heel. semi-open : 
shank. New 77 last. 


harmonizing 
kid underlay. 


In Stock 








A. E. FARRAR J. T. PEDIGO 

Friedman-Shelby Pedigo-Weber Shoe Co. 
“The Encore” “Pedigo Style” 
Style No. 1796 


BEVERLY JONES 
H. M. CRULL Roberts, Johnson & Rand 
Central Shoe Co. . / 
“Lady Louis” 
Patent Leather Parisianna 


“The Boulevard” 
one rap, copper patent 
leather trimmed. 


Patent trimmed tan kid. In 
Stock. 
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Color Supremacy 








SPRING 
SHADES 
@ 


No. 178 
BOIS DE ROSE 


No. 154 


CARAMEL 


No. 40 
PARCHMENT 


No. 158 
SAUTERNE 


No. 164 
BLONDINE 


No. 233 
ASCOT TAN 


No. 21 
GOLDEN BROWN 


No. 31 
OPAL GREY 


No. 26 
PEARL GREY 


No. 264 


TITIAN 


No. 163 
BLUE ROYALE 


No. 81 
F. B. & C. WHITE 
GLAZED KID 


AMALGAMATED LEATHER COMPANIES 


INCORPORATED 
315-317-319 Arch Street, Philadelphia 


Tanneries 
Wilmington, Del. 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 














It Is Necessary to Give “Em Most 
Dependable Merchandise 


By George M. Rosen, 


Treasurer Merchants Shoe Céd., Boston 


sale shoes, Boston, is a specialist in the distribution of women’s 


For over a quarter of a century George has been 


t EORGE M. ROSEN, treasurer of the Merchants Shoe Co., whole- 


novelty shoes. 
in the footwear “game.” 


First, when as a boy of fourteen he entered 


the old retail shoe store on Hanover Street, in which his father was 
a partner, to learn all the A B C’s of shoe selling. This was back in 


1900. A general line was carried. 
ous styles. 


George studied and sold the vari- 


Later he conceived the idea that to succeed he would have 


to specialize and that he would cater to the ladies’ tastes exclusively 


in the way of pretty shoes. 

In 1918, he started the wholesale 
women’s shoe specialty house of the 
Merchants Shoe Co. and today is 
just as strongly convinced as he was 
’way back in 1900 that women folks 
will wear any type of shoes that are 
stylish. 


Specialty Wholesaler a Stylist 


“Why, the Specialty Wholesaler 
gets the ideas of style much quicker 
than many of the retail shoe mer- 
chants,” said Mr. Rosen in a recent 
interview. ‘He sits almost constantly 
with his finger on the pulse of the 
style trend, watching its every fluc- 
tuation. And, therefore, it is my 
advice to the retail shoe merchant to 
‘tie up’ closely to the Specialty 
Wholesaler, on whom he can depend 
for the right judgment as to: 1. 
Style. 2. Fitting. 3. Quality; and 
then back up his proposition with 
consistent newspaper advertising— 
just as the shoe wholesaler must 
back up his proposition by consistent 
advertising in the trade papers. I 
want to tell you—you can publish it 
or not as you like—but I am most 
enthusiastic over the results of my 
advertising in the BooT AND SHOE 
RECORDER. 

“Having spent a great many years 
over the fitting stool in a retail shoe 
store, I know all of the problems 
of the retail shoe merchant as to his 
contact with the public. I know that 
goods carried in stock by the whole- 
sale house or by the factory is a big 
asset. Here is a wired order now 
just in from South Carolina. I am 


filling this 100 per cent on blondes 
and grays. In some cases I might 
have to keep a customer waiting for 
a day, or perhaps a few days. But 
my belief is that unless a wholesale 
house fills all orders within a rea- 
sonable time—and the very same 
day that order is received, if possi- 
ble—that house cannot succeed. 


George M. Rosen, treasurer of 

The Merchants Shoe Co., Boston, 

who says, “Shoe selling is not 

only a profession—it is an art” 

“I believe, of course, that the 
wholesaler is the solution for the 
average retail merchant—that the 
Specialty Wholesaler is in a better 
position to pay the penalty of pick- 
ing a wrong style than the aver- 


age retail merchant. We make 
it a point to analyze just what each 
one of our customers want. For in- 
stance, one of our buyers operates 
six stores. We advise with him— 
insure him, if I may use that term— 
against loss from the wrong selec- 
tion. 

“And here let me state—a retail 
shoe merchant protects himself 
against loss from fire by insuring 
with an insurance company, a ship- 
ping company insures its cargo 
against loss at sea by insuring with 
a marine insurance company, so in 
the same way should the retail shoe 
merchant insure himself against loss 
from picking the wrong style, the 
wrong fitter and undependable mer- 
chaniise by insuring with a reliable 
house. 

“We handle all of our accounts on 
this basis of insurance. Shoe select- 
ing and selling today is not only a 
rrofession—it is an art. The shoe 
salesman and his house must be 
geniuses on styles, materials and 
shoemaking. 


Selecting an Art and Profession 


“Our salesmen, traveling the coun- 
try over, are most enthusiastic over 
their merchandise. It is especially 
gratifying to me to find them so 
thoroughly ‘sold’ on our proposition, 
as I have often noted that some 
salesmen do not seem enthusiastic 
over their own lines.” 


Anthony a Benedict 


J. J. Anthony of Richmond, Va., 
representative of the Chas. A. Eaton 
Company, Brockton, Mass., was mar- 
ried on December 30 to Miss Helen 
A. Crandall, youngest daughter of 
Dr. and Mrs. E. L. Crandall of Jack- 
son Heights, L. I., N. Y., in St. 
Bartholomew’s Church. After the 
ceremony, the married couple was 
extended a reception at the Majestic 
Hotel at 72nd and Central Park, 
New York, 

Mr. Anthony is known as one of 
the most efficient salesmen traveling 
South. After a bridal tour, he is to 
make a business trip through his ter- 
ritory with his wife to visit the 
many scenes which are familiar to 
him, though new to her. 
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Scholl Men in Annual 
*““Meet’’ 


Salesmen from all parts of the 
United States and Canada met in 
the two annual conventions of the 
Scholl Mfg. Co., during the holiday 
season. The men from the eastern 
territory gathered together at the 
Hotel Pennsylvania in New York 
while the western and Canadian rep¢ 
resentatives gathered at the Great 
Northern Hotel in Chicago. 

According to executives who spoke 
at both meetings the company en- 
joyed an excellent business during 
1925 and predictions were made that 
1926 would be the greatest in the 
history of the organization. 

The men were told that a much 
larger appropriation had been made 
for advertising in 1926 and that ex- 
penditures for space included news- 
papers, rotogravure sections, maga- 
zines, weeklies and trade publica- 
tions in much greater number. 

The Chicago convention had the 
pleasure of hearing Frank J. Scholl, 
managing director of the Scholl Mfg. 
Co., Ltd., of London, England, who 
told of the growth of the Scholl or- 
ganization abroad. He said the com- 
pany now has representatives in 
thirty-nine countries. Mr. Scholl is 
a brother of Dr. Wm. M. Scholl, 
president of the company. 


Chicago Branch Beacon 
Falls Rubber Meets 


The salesmen traveling out of the 
Chicago Branch of the Beacon Falls 
Rubber Shoe Company, Beacon Falls, 
Connecticut, held a three-day “get- 
together” recently. 





Western and Canadian representatives of the Scholl Mfg. Co. meeting at Chicago. 





Sam R. Bush, manager of the 

Chicago Branch of the Beacon 

Falls Rubber Shoe Co., Beacon 
Falls, Conn. 


The meeting was addressed by C. 
E. Little, President of the company, 
who informed the men of the great 
progress made by the company dur- 
ing the year, and made them all 
happy by “springing” a number of 
new items which will be manufac- 
tured by this company for the com 
ing year. 

The convention was held under the 
supervision of Sam R. Bush, man- 
ager of the Chicago Branch, who 
congratulated the men on the many 
hundreds of new accounts they had 
opened during the year. As the con- 
vention closed each salesman 


promised a handsome increase and 
assured Mr. Bush he could count on 
several hundred more customers who 
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would handle “Top Notch” rubber 
footwear in the year 1926. They 
congratulated the Chicago Branch 
on the excellent SERVICE rendered 
to their many customers, and in 
token of their appreciation of this 
SERVICE, they presented their man- 
ager, Sam R. Bush, with a traveler’s 
kit. 
Roster of Salesmen 


The roster of the salesmen repre 
senting the Beacon Falls Rubber 
Shoe Company, traveling out of the 
Chicago Branch is as follows: J. H. 
Shapiro, Chicago; W. C. Fryer, Chi- 
cago; A. E. Below, Central Wiscon. 
sin; Ed Below, Southern Wiscsisin : 
B. F. Goldman, Central and North- 
eastern Iowa; S. Moser, Southern 
Iowa; Chas. Weiland, Northwestern 
Iowa; C. E. Leininger, Northern. 
Illinois; F. M. McNaught, Southern 
IHinois and Western Kentucky; W. 
F. Smith, Central Illinois; J. W. 
Miley, Central and Southern Indi 
ana; T. I. Sowle, Northern Indiana: 
C. B. Neuer, Central Ohio; Frank 
Rapaport, Northern. Ohio; Jack 
Shepard, Southern Chio and Eastern 
Kentucky; O. D. Gilbert, Eastern 
Michigan; C. L. Major, City of De- 
troit; Roy McCracken, Western 
Michigan. 


Leitch with Hood Rubber 


W. B. Leitch, who for a great 
many years was Iowa and Illinois 
salesman for the S. B. Thing Com- 
pany of Boston, is now with the 
Hood Rubber Products of Des 
Moines, and travels Southwestern 
Iowa. 





The fifth seated figure, 


reading right to left, is Dr. William M. Schoil, president of the company, and the sixth is Frank J. Scholl, 
managing director of the Scholl Mfg. Co., Ltd., of London, England 
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It is hardly necessary to place a 


title beneath this picture for 
“Simmy” is one of the best-known 
traveling salesmen who visits the 
South. He has just left on an- 
other trip through the Southern 
territory, which he has long cov- 
ered for S. Rosenberg & Son Com- 
pany of Boston 


J. & K. Salesmen’s Roster 


The Julian & Kokenge salesmen 
are now in their territories. The 
J. & K. boys all say: “This is the 
most beautiful line ever.” The line- 
up of these salesmen is as follows: 

Arens, L. G.—Colorado, Idaho, 
Montana, Nebraska, Oregon, Utah, 
Washington, Wyoming and some ac- 
counts in Chicago. Dyche, Geo. W. 
—California, Nevada, Arizona, part 
of New Mexico. Golden, A. C.— 
New England States. Harner, H. R. 
—Michigan. Hood, Edw. S.—Part 
of Pennsylvania, part of Virginia, 
Maryland, except Baltimore, Dela- 
ware, New Jersey. Kokenge, Elmer 
—Iowa, North Dakota, South Da- 
kota. Lape, H. L., Jr.—Oklahoma, 
Kansas, Missouri, in addition to a 
number of the larger cities. Laurie, 
L. J.—Minnesota and Wisconsin. 
Mahar, Chas. F.—Florida, Georgia, 
North and South Carolina, Southern 
half of Virginia, Baltimore, Md., 
Washington, D. C., part of West Vir- 
ginia. Mayers, H. C.—Ohio, and 
part of West Virginia. Mitchell, 
W. T.—Texas, Southeast New Mex- 
ico and some towns in Oklahoma. 
Rhoads, Harlan—Indiana, Northern 
half of Illinois. Samuels, F. M.— 
Arkansas, part of Louisiana, part of 
Mississippi, part of Missouri, South- 
ern half of Illinois. Sanford, H. B. 
—New York and part of Pennsyl- 
vania, Cleveland, Ohio, and other 
eres cities. Werner, F. A.—Eng- 
and. 
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Kirkpatrick with Foot- 
Schulze 


Norris Kirkpatrick, formerly with 
the Riley Shoe Co. of Columbus, 
traveling Iowa, Illinois and Ne- 
braska, is now returning to his own 
Home State of Ohio for Foot- 
Schulze Co. He is well known in 
Ohio and is well equipped to render 
his friends and good customers there 
service and quick deliveries. Mr. 
Kirkpatrick states that the Foot, 
Schulze line is 100 per cent to his 
liking and he feels confident it is 
just what the retail merchants in his 
territory want. He knows full well 
the requirements of the merchants 
as he was before going on the road a 
retail shoe merchant in Cleveland, 
operating as Kirkpatrick & Beers, 





Norris Kirkpatrick, who covers 
Iowa, Illinois and Nebraska for 
Foot-Schulze Co., St. Paul, Minn. 


Statler Hotel, Euclid Avenue. He 
goes back to Ohio traveling out of 
Plymouth, so that his wife can be 
with her aged mother. 


John J. Walsh Is Dead 


CINCINNATI, OHIO. — John J. 
Walsh, one of the best known and 
liked salesman covering the South, 
is dead. He passed away suddenly 
on Tuesday, Jan. 19. Mr. Walsh 
had been in apparently good health 
and the news’ of his death was a 
great shock to a host of friends in 
the trade. He was one of the 
prominent members of the selling 
fraternity at the Chicago con- 
vention. 

He was an unusual man in many 
ways—an excellent shoe salesman, 
popular, and highly regarded by 
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customers and the Julian & Ko- 
kenge Co., which firm he repre- 
sented for more than twenty years 
in the cities of Dixie. The entire 
Cincinnati shoe community was 
present at his funeral. 


Charles S. Heath Is Dead 


Charles S. Heath, one of the well 
beloved shoe salesmen, traveling out 
of New York City, formerly a’ shoe 
store manager, stylist and all- 
around shoeman, died suddenly on 
the morning of January 20. The 
cause of his death was pneumonia. 
Mr. Heath had recently made ar- 
rangements to represent Barnett 
Cohen Shoe Co., manufacturers of 
women’s exclusive turn shoes, of 
Brooklyn, N. Y. His passing away 
will be greatly regretted by his wide 
circle of trade friends. 


Johnson with Cahill 


A. P. Johnson, Neenah, Wis., has 
joined the sales force of The Cahill 
Shoe Company, Cincinnati, Ohio, 
makers of the “Cahill Catchy Crea- 
tions.” 

Mr. Johnson is well known in Wis- 
consin and Minnesota where he has 
traded for the past ten years. He 
covers Wisconsin and Minnesota 
with the “Cahill Catchy Creations” 
line. 

Mr: Johnson spent a week at the 
Cahill plant, going over his new line. 
He is very much enthused over his 
new samples and expects to show his 
trade some snappy numbers in the 
latest women’s styles. Mr. Johnson 
will also show the “Cahill Anatomi- 
cal Corrective” line of footwear in 
addition to his style numbers. 





A. P. Johnson covers Wisconsin 
and Minnesota for the Cahill 
Shoe Co. 




















BOOT AND SHOE RECORDER 


BRAND 
RUBBER FOOTWEAR 


HERE is one of the large factories in which 
Goodyear Glove Brand Rubber Footwear is 
built. Years of experience in making the highest grade 
of rubber footwear are behind this huge plant. 


Today dealers know that the Goodyear Glove trade 
mark stands for long wear, style and perfect fit. This 
reputation has been earned by the constant use of the 
best materials and the most expert workmanship. 


At the right is a list of Goodyear Glove Brand distri- 
butors. Any of these distributors is prepared to take 
care of your orders promptly. Whatever you need— 
Boots, Overshoes, Gaiters, Rubbers—you can get 
quickly in the famous Goodyear Glove Brand line. 


GOODYEAR’S I. R. GLOVE MFG. CO. 





Goodyear Glove Brand 
Distributors 


ALBANY, N. Y., Smith and Herrick Co. 

ATLANTA, GA., Gramling, Spalding and 
Collingsworth 

AUBURN, N. Y., Hollister and Noble 

BALTIMORE, MD., George P. Thomas, Jr. 

BOSTON, MASS., Hutchinson-Winch 

BUFFALO, N. Y., ‘Goodyear’s I. R. Selling 
Company, Inc. 

CHICAGO, ILL., Goodyear’s I. R. Selling 
Company, Inc. Marion Rubber Company 

CHILLICOTHE, OHIO, The Culter and 
Seip Company 

CINCINNATI, OHIO, The Marks and Stix 

hoe Co. Phe Charles Meis Shoe Company 

CLEVELAND, OHIO, Cady-Ivison Shoe Co. 

COLUMBUS, OHIO, Marion Rubber Co. 

DENVER, COLO., The Colorado Rubber Co. 

DETROIT, MICH., Marion Rubber Co. 

Cady-Ivison Shoe Co. 

GRAND RAPIDS, MICH., Marion Rubber 
Company 

HONESDALE, PA., Durland-Weston Shoe 
Company 

HOUSTON, TEX., Miller Brothers 

INDIANAPOLIS, IND., Crowder-Cooper 
Shoe Company 

LANCASTER, PA., Long and Davidson 

LOUISVILLE, KY., Jno. J. Schulten and Co. 

MARION, IND., Marion Rubber Company 

NASHVILLE, TENN., Richardson-Crockett 
Shoe Company 

NEW ORLEANS, LA., Keiffer Brothers Co. 

NEW YORK, N. Y., Goodyear’s I. R. Sell- 
ing Company, Inc. Morse and Rogers 

PHILADELPHIA, PA., H. B. Hanford Co. 

PITTSBURGH, PA., Goodyear’s I. R. Selling 
Company, Inc. 

PORTLAND, ME., A. F. Cox and Son 

PORTLAND, ORE., Goodyear Rubber Co. 

ROCHESTER, N. Y., United States Rubber 
Company 

SAN FRANCISCO, CALIF., Goodyear Rub- 
ber Company 


ST. LOUIS, MO., Brown Shoe Company 
Central Shoe Company 


ST. PAUL, MINN., Foot, Schulze Company ‘ 
SYRACUSE, N. Y., Dunn-Salmon Company 
TOLEDO, OHIO, The Ainsworth Shoe Co. 
UTICA, N. Y¥., The Hurd and FitzGerald 
Shoe Company 

WARREN, OHIO, The Waren Rubber Co. 
WHEELING, W. VA., Locke Shoe Company 
WILLIAMSPORT, PA., J. E. Dayton Co. 
YORK, PA., D. S. Peterman and Company 
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Retail Demand for Colored Kid 
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Is Now Sweeping the Country 


CHICAGO 





Volume Satisfying 


Chicago’s shoe trade has swung 
into 1926 with a very satisfying 
volume of business in the January 
clearance sales and buyers report a 
pleasing interest in new footwear. 

Right now the most noticeable 
feature is the colored kid footwear. 
Almost any shade of light tan is 
favored under a multiple of names, 
such as fascination sandalwood 
blonde, etc. The shoes generally 
are trimmed with colored stitching 
or with contrasting leathers. Some 
blue and light pastel shades are 
seen and a few reds, but the bulk 
of the shoes are tans and grays. 
The gray is being used in combina- 
tion with black patent in no small 
degree, as well as the blonde 
shades, and patent is being used to 
trim the grays, but not many of the 
tan shades. 


Fancy Oxfords in Demand 


The trade has shown favor in the 
past few weeks to a five and six 
eyelet oxford with the quarters cut 
out in varying patterns, and some 
using loops in the cut-out pattern 
instead of eyelets, and all using 
ribbon laces. These are invariably 
in the 18/8 and 20/8 spike heel 
types with a very short vamp and 
round toe. The narrow one and 
two strap patterns are still favored 
and the wide and high tongued 
colonial is making its annual ap- 
pearance. The strip pump with 
large rosette and buckle added to 
set high up on the instep is espe- 
cially popular right now, as well as 
the front gore oxford with either 
buckle or rosette to decorate the 
throat. 

Charles Stevens is showing some 
very dainty five and six eyelet ox- 
fords in black and brown suede and 
patent leather with pretty cut-out 
quarters. 

Hanan. & Son have a window full 
of blonde and gray kid slippers and 


Most Centers Report Active Trade 


pumps, some snake trimmed, and 
they have one or two numbers in 
snake leather, especially in the 
brown shades,:-that are very attrac- 
tive. Another pretty number in the 
Hanan window is a dainty narrow 
two-strap slipper in blonde kid 
trimmed with the cocoa brown. 


Light Tan for Men 


The men’s shoes in the Hanan 
store show a strong favoritism for 
very light tans for men’s spring 
wear. As a matter of fact, all of 
the men’s stores are favoring tans 
over blacks by about a ninety to ten 
ratio and the banana tan or real 
light shades seem the favorites. 
The run on black shoes for men 
seems to have ended in Chicago. 

The semi-custom last and the 
modified balloon last with a 
slightly higher toe seem to be 
the favored patterns right now 
and any amount of perforation 
and pinking designs are visible. 
Evidently the buyers are figur- 
ing that men, too, can be at- 
tracted by style and novelty. The 
prevailing opinion seems to be that 
this year will be an even larger one 
on men’s sport footwear and while 
the price of crepe soles has worked 
against this feature—the rubber 
and composition varieties are much 
in evidence with smoke and tan 
combinations being the favored 
right now. 

Most of the stores are making a 
distinct mark between the sport 
shoe and the golf shoe, carrying a 
practical solid heavy number for 
actual golf wear and a more dressy 
type for country club veranda wear. 


Big Showing of Colored Kid 


The Alfred J. Ruby store on 
Washington Street is showing a 
whole window full of colored kid 
footwear in every conceivable pat- 
tern and combination and one win- 
dow given almost exclusively to the 
showing of black satin and patent 
footwear. 

The F. E. Foster store can al- 
ways be depended on to give the 
observer something new to think 





about and they are showing a five- 
eyelet oxford three ways in black 
and brown suede and grey kid and 
snake trim. The oxford is the spike 
heel variety with a slender toe with 
an inset of triangular leather set 
in at the sole and extending in a 
long point up toward the vamp line. 
This trim and a slashed trim along 
each side of the quarter is of black 
patent on the black suede and of 
iridescent patent on the brown 
and of snake on the grey kid. 

O’Connor and Goldberg’s Cos- 
tume Bootery on Madison Street 
are showing pastel shades in pumps 
and slender one strap slippers in 
both doeskin and kid. 


Question Run on Light Kid 


The prevailing opinion favors 
the light shades of kid for early 
spring wear, but buyers individu- 
ally are not buying heavily in these 
leathers. The demand at present 
is not as heavy as the call for the 
blacks and there is some apprehen- 
sion on the part of the buyers as to 
the length of the run. There is no 
question but the light kids will be 
popular but just how long the run 
will last is a problem no one 
seems to be willing to take long 
chances on. 

Wholesalers in Chicago report 
that they can hardly keep stock of 
the light tan shoes so steady is the 
demand but they also report that 
the orders are small and frequent 
—buyers sizing up as the stock 
moves. 

January sales have not been 
marked by any exceptional price 
cutting this year probably because 
of the slight change in the patterns 
and leathers that are in demand. 


A sale now means more the clear- - 


ing off of outsizes and broken lots 
than any general store-wide clear- 
ance since to do this would simply 
mean the buying of more shoes of 
almost the same pattern and fabric. 

Sales are good, however, and 
merchants generally are reporting 
small stocks and very liquid ones. 
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January Shows Good Profits 


Clearance sales and early spring 
showings have made affairs move 
briskly in retail shoe stores and 
shoe departments. As one of the 
retail shoe merchants explained 
the situation, “This year there did 
not seem to be any ‘after-Christ- 
mas slump.’ Trade has been ex- 
ceptionally good right through De- 
cember and January.” 

One of the shoe departments of 
a big store reported that for the 
first two weeks of January business 
was $5,000 ahead of that for a cor- 
responding period of 1925. 

Thayer McNeil Co. held its 
Forty-fifth annual sale, first for its 
charge customers from Jan. 11-18 
and from Jan. 18 until Jan. 31 for 
the public. This clearance sale was 
advertised by a card in the cars of 
the elevated system and by at- 
tractive newspaper ads. 


“That Old Ten-Footer” 


The Diamond Jubilee of Jordan, 
Marsh Co. featured shoe _ sales 
among its other articles of merchan- 
dise sales with most satisfactory re- 
sults. Among the exhibits was an 
exact reproduction, both exterior 
and interior, in every detail, of “The 
old ten-footer.” The building was 
constructed of boards of 100 years 
of age—it was loaned through the 
courtesy of Rice & Hutchins, Inc., 
and the Rebecca Nourse estate of 
Danvers. 

There was a window exhibit of 
ancient shoes, furnished through 
the courtesy of the United Shoe 
Machinery Co. 


Windows Attractive 


Windows of shoe stores are 
showing the new spring footwear 
styles, against artistic back- 


grounds. The light colors of parch- 
ment to tans predominate in wom- 
en’s lines. There are many light 
grays shown and bought. Alligator 
and other reptile trims and straps 
and pumps are_ noted. Wilbar’s 
shoe stores showed reptile skin 
tongue pumps, and reptile skin 
straps with a 10/8 heel. Boston heel 
heights average 14/8’s. There are 
many 9/8 heels sold. A pin seal 


pump with a half-inch strap, in tan. 
gray, and black, was one of the new 
notes of style “struck” by one of 
the shoe departments of a big store 
the past fortnight. Iridescent trims 
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in dress shoes are moving well in 
some of the stores. 


Light Cream Shades 


The women folks are asking for 
“those light cream shades” and 
when some of the new 20/8 heels 
are shown, many stores report that 
they say, “Haven’t you something 
with a little lower heel?” Boston 
is conservative. The very narrow 
strap to the half-inch strap is very 
good in the high class dress shoe 
lines. The step-ins are also shown 


in the high-class lines, but they 
seem to be more profusely featured 
in the $5 and $6 grades. 








What a Range of Sizes! 


A pair of women’s size 40 
shoes that are placed beside a 
pair of size 1-B are attracting 
considerable attention in the 
window of Volk Bros., Dallas, 
Tex. This enormous pair is 
made of blue velvet with sil- 
ver kid overlay on a five eyelet 
oxford pattern. Five-inch 
spike heels are covered with 
silver kid. The reason for 
having these shoes made and 
shown is to impress on the 
public the range of sizes car- 
ried in stock. The rest of the 
display is devoted to new 
spring merchandise with 
styles appealing to those go- 
ing to the southern Texas 
winter resorts. 

















Howe Off to Panama 


Irving B. Howe, N. S. R. A. di- 
rector, and past-president of the 
Walk-Over Dealers Association, 
left for the Pacific Coast, directly 
after the N. 8. R. A. Chicago Con- 
vention. At San Francisco, he vis- 
ited several of the Walk-Over 
stores; also at Los Angeles, and on 
Feb. 1, sails down the Pacific 
Coast, through the Panama Canal, 
en route to Boston. 


Retail Salesmen Meet February 1 


The Boston Shoe Salesmen’s As- 
sociation, Inc., will have as its 
speaker for its February 1 meeting, 
Melville Freeman, noted educator, 
who will take for his subject, “Abra- 
ham Lincoln.” There will be five- 
minute talks by President Fred N. 
Greenwood, who recently returned 
from the N. S. R. A. convention at 
Chicago, where he spoke on retail 
shoe salesmen’s cooperation with 
merchants, through an educational 
program as afforded by a well-or- 
ganized retail shoe salesmen’s as- 
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sociation; there will also be talks 
by Everit B. Terhune, president of 
the Boot AND SHOE RECORDER, and 
other trade, paper representatives. 
The meeting will be preceded by 
the usual dinner at Dupont’s, West 
Street. 


Shoe and Leather Class Starts 


The New England Shoe and 
Leather Association’s free course 
of instruction for young people con- 
nected with the industry—the Shoe 
and Leather Continuation Class— 
will inagurate its 1926 term on 
Monday,. Feb. 1, and will continue 
for the usual period of twelve 
weeks. There will be twenty-four 
lectures, factory and tannery visits, 
demonstrations and lessons. Ses- 
sions will be held on Mondays and 
Fridays at the rooms of the asso- 
ciation, 166 Essex Street, from 
3:30 until 5 p. m. The course is 
open to any young man or woman 
connected with the allied shoe and 
leather trades, without expense to 
them, or their employers. The class 
will be in charge of James W. Dy- 
son, a recognized authority on the 
leather and footwear business. 











CINCINNATI 











Patent Declines in Popularity 


Early decline of the popularity 
of black patent leather as the out- 
standing material for women’s 
shoes was foreshadowed in last 
week’s reports of merchants -in the 
Cincinnati retail district. Of 
course, this material still is outsell- 
ing all other leathers, but the total 
sales do not equal the volume of 
business heretofore done in this 
material. Kids, especially colored, 
are rising in popularity and bid 
fair to become the rival of patent 
leather in total volume of business 
in the year’s sales comparisons. 
Light colors in kids are especially 
popular, particularly gray, white 
and parchment. 

Business has been relatively 
good, but a break in the weather 
caused a slight slump and hesi- 
tancy among shoe purchasers as to 
whether or not to buy dark shoes 
for bad weather or light shoes for 
spring wear. 

A white kid trimmed and lined 
in mountain haze kid was reported 
to be a popular number with the 
customers of the Smith-Kasson 
Company. The manager of the 
shoe department of Irwin’s said he 
was having quite a large sale in 
gray and tan lizard skin high-hee! 
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oxfords. He said he believes this 
trend is only a momentary whim, 
for he expects a shift to.the more 
staple leathers as the season pro- 
gresses. 


Few Big Clearance Sales 


Many of the stores conducted 
one-day sales the early part of the 
week and managers reported that 
they not only cleared up all odds 
and ends, but sold almost as many 
of their regular line during the 
sales as they did of bargain shoes. 
All managers said their stocks were 
too low to run the usual big clear- 
ance sales, which indicates that 
this market has been in a healthy 
condition during the past months. 
Stores handling men’s shoes con- 
ducted no sales to clear out their 
surplus stocks, except in one or two 
instances. These stores report that 
men still are showing about the 
same style trend. Tan and black 
sell about equally, with broad soft 
toes, although several managers re- 
port that men will return gradually 
to the more pointed toe of a few 
years ago. 


Sees Narrower Toes for Men 


“Business has been good in spots, 
but the spots have not been close 
enough together,” was the comment 
of J. Seitz, manager of the John 
Walker Boot Shop. “I believe men 
will gradually return to the nar- 
rower toe, although they cling to 
the broad soft toe now. This change 
probably will take place during the 
late spring season.” 

“We have been kept fairly busy 
during the past week and our sales 
for the month will eclipse those of 
last year,” declared J. H. Johanne- 
man, of the W. L. Douglas Shoe 
Company. “There is virtually no 
change in the style demands of 
men; high shoes sell very well, but 
tan and black low shoes are by far 
the outstanding types in demand.” 


Cleans Up Odds and Ends 


“Our one-day sale not only 
cleaned up all our odds and ends, 
but we also sold quite a few pairs 
of shoes for spring wear,” John B. 
Logan, manager of the shoe depart- 
ment of the Smith-Kasson Company 
said. “We have been selling a num- 
ber of light kids. A white kid, one 
strap effect, trimmed and lined in 
mountain haze kid, has been just 
eaten up by women in search of 
something distinctive. Gray, I be- 
lieve, will be the outstanding color 
for women’s shoes this spring.” 

“Our stock has been so cleaned 
out during the last few weeks that 
I can only do a fair amount of busi- 
ness,” was the analysis of Harry 
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Spiegel, manager of the shoe de- 
partment of Irwin’s. “Lizard skin 
oxfords have been selling unusually 
good with us. High heels are the 
craze. We have had a number of 
sales of 19/8 and 20/8 heights.” 


zs 


Trade Slowing Down 


There has been a_ perceptible 
slowing down in the retail shoe 
trade during the week ended Janu- 
ary 23. There is nothing startling 
or alarming over the condition, be- 
cause past records will show about 
the same situation during the 
period. 

















Quick Changes Here 


The town of Normandy, | 
Tenn., claims to have made 
something of a record during 
1925, in that there is not a 
single business house in the 
town that did not change 
hands at some time during 
the year, including two of the 
general stores, both of which 
carry shoes. These were the 
store of J. W. Davis, which 
was recently purchased by J. 
G. Arnold, and the store of 
S. S. Throneberry & Son, 
which was purchased during 
1925 by O. L. Bryant, the 
former concern later purchas- 
ing the business of J. I. Cal- 
houn. In addition to this the 
other five stores in Normandy 
also changed hands the past 
year. 




















The sales which have been well 
developed are, of course, tiring and 
the pep has all been burned up on 
these merchandising schemes. An- 
other cause is the fact that much of 
the good sale footwear has been 
disposed of and there remains very 
few pairs of shoes that will have 
to be carried over or dumped. 


Retail Stocks Clean 


This is the big optimistic note of 
every discussion with big operators 
in the shoe belt. The shelves, mer- 
chants will tell you, were never so 
devoid of unsaleable merchandise 
as they are today. The clean-up 
has been more complete than in any 
event of a similar character during 
the past three or four years. 

The weather during the week was 
as spring-like as one finds it in 
April and May. This was no in- 





centive for possible shoe buyers to 
seek heavy footwear, and for the 
most part retail shoe merchants 
are purposely withholding any 
large display of early spring shoes. 
February 1 should find the stores 
filled with the first showings of 
colored kid shoes. The public seems 
to have had a hunch as to the style 
trend, because many stores report 
inquiries for parchment, gray and 
the other popular shades of kid. 


Parchment and Blonde Lead 


So far the parchment and blonde 
hues have had first call. This is 
not a fair report on what will be 
the best bet, as many stores have 
not had an opportunity to display a 
full line of colors. Some look with 
much concern on the colored kid 
situation, particularly gray. Their 
memory is keen when they refer to 
the profits or lack of profits result- 
ing from their experiment with this 
footwear previously. 

Some predict patent will be sold 
and in large quantities. This opin- 
ion differs as to the volume of the 
patronage. 

The style trend for the week was 
pretty much of a melting pot, as 
the sales for the greater part were 
price shoes, with style being the 
last element sought by the pur- 
chaser. 


| xewrore | 


Business Good 


While clearance and special sales 
continue, the business on regular 
footwear apparently is better than 
usual at this time of the year. 
According to reports from most 
merchants, January has been a 
good month, with volume in excess 
of last year, both on the special 
sales and regular stock shoes. A 
few of the sales are still in pro- 
gress. Cammeyers’, to clear out the 
remainder of stock in their Thirty- 
fourth Street store, have taken a 
further mark-down in prices, of- 
fering what remains of their 
broken stock of winter shoes at 
$8.85 a pair. 

Oppenheim, Collins & Co. ran 
a special one-day sale last Sat- 
urday in which shoes formerly 
priced up to $10 were offered at 
$5, and shoes formerly up to $12.50 
were put out at $6.90. Saks-Fifth 
Avenue ran a special sale on dress 
oxfords at $10.85 for shoes formerly 
selling from $14 to $18.50. 

The most striking sale of the 
season, however, was staged by the 
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John Wanamaker store, starting 
last Saturday, when 21,200 pairs of 
pumps and oxfords of the $5 to 
$8.50 grades were offered at $3.60 
a pair. Included in the lot were 
13,400 pairs of Dorothy Dodd shoes 
bought for the sale. 

In the main, however, fewer pairs 
of shoes were thrown on the New 
York retail market this month than 
has been the case for several years. 
A good business early in the sea- 
son, plus careful buying, kept the 
stocks here very clean, with the 
result that the end of the season 
found stocks small and not burden- 
some. The price reductions were 
not radical and most of the stores 
wound up the season the right side 
of the ledger. 


Perlberg Heads Local Association 


Capt. “Eddie” Perlberg, of the 
I. Blyn & Sons organization, who 
was elected president of the Retail 
Shoe Dealers’ Association of New 
York at the annual meeting. this 
month, is sending out a special 
letter to all retailers in New York 
City, impressing upon them the 
need of a strong local association. 
Capt. Perlberg is determined to 
build up the membership of the 
New York City local during his 
administration this year. 

Other officers elected at the 
January meeting were J. E. 
Meade, first vice-president; Alfred 
A. Kohn, second vice-president; 
Jacques S. Hirsch, third vice-presi- 
dent; John R. Laycock, fourth vice- 
president; J. M. Robinson, secre- 
tary, and Philip Bender, treasurer. 

John Slater is president emeritus, 
and Percy E. Hart, honorary 
president. 

The next meeting of the asso- 
ciation will be held on Tuesday, 
Feb. 9, at the Cafe Boulevard, at 
noon. 


Cedar Cliff Moves Mill 


The Cedar Cliff Silk Company, 
with offices at 251-255 Fourth Ave- 
nue, has closed its Paterson mill, 
which has been operated since 
1888. This move was made on 
account of adverse labor conditions 
and high operating costs at Pater- 
son. A mill of the same propor- 
tions has ‘been taken at Marietta, 
Pa., where the company feels that 
it can manufacture under more 
satisfactory conditions, yet turning 
out the same class of merchandise 
as at Paterson. 


Koppel Buyer for Two Stores 


Edward Koppel has been made 
authorized buyer for the shoe de- 
partments of Francis. Rogers & 
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Sons, operating two stores in the 
Bronx, one at 143rd Street and one 
at Fordham Road and Park Avenue. 
In our issue of Jan. 9, we inadvert- 
ently stated that he was manager 
of the Fordham Road store’s shoe 
department only. 


ATLANTA 


Sales Improve 


The Atlanta shoe dealers state 
their sales have continued to note a 
steady improvement the past two 
weeks compared with the same pe- 
riod last year, and that sales for 
January should be about 12 to 15 
per cent better than they were in 
January, 1925. 


L. Q. White Reelected 
Bank President 


BRIDGEWATER, MASS.— 
At the annual stockholders 
meeting of the Bridgewater 
Trust Company, Loring Q. 
White, head of L. Q. White 
Shoe Co., Bridgewater, was re- 
elected president of the trust 
company. President White’s 
son, Ralph W. White, who is 
associated with his father in 
business, is a director of this 
bank. Mr. White, Sr., is now 
at his winter home, Palm 
Beach, Fla. 








Everyone in the shoe business 
here seems to be optimistic over the 
spring and summer outlook this 
year, and freely predicts that the 
shoe business will be the largest in 
some years. 


In women’s footwear patent 
leathers and colored kids are in the 
best demand, pumps the leading 
style, though straps are selling on 
a fairly good basis. Pumps are ex- 
pected to continue the most popu- 
lar, however, through the rest of 
the winter at least. 

In men’s footwear, business is 
reported by most dealers to be ex- 
cellent. Sales are mainly for low 
shoes, though recent cold weather 
has somewhat increased the de- 
mand for highs. The present de- 
mand appears to average about 60 
to 65 per cent for lows, and about 
85 to 40 per cent for highs. Tan is 
the preferred color, though some de- 
mand is reported for blacks. Deal- 
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ers say the spring outlook for men’s 
footwear is very promising. 
Wholesale business in Atlanta 
also has been improving steadily 
the past two weeks, as dealers are 
buying on a most active basis for 
the spring trade. Similar reports 
reach here from Knoxville and 
Nashville shoe markets, and are 
further borne out in reports by 
traveling salesmen for northern 
concerns traveling out of Atlanta. 


Southeastern Retailers to Meet 


A meeting of the directors of the 
Southeastern Shoe Retailers Asso- 
ciation is to be held in the near fu- 
ture, very: likely at Macon, Ga., 
though this has not as yet been def- 
initely decided, according to an an- 
nouncement by Joe Steele, owner 
of the French Shoe Shop, of At- 
lanta, and president of the organi- 
zation. The purpose of this meet- 
ing, Mr. Steele advises, will be to 
discuss preliminary plans for the 
annual convention which is to be 
held in Atlanta this year, and to 
appoint the. various committees 
that will have charge of the pro- 
gram, reservations, and other ar- 
rangements. 

While the definite date for this 
year’s convention has not as yet 
been selected, Mr. Steele and other 
directors favor holding the meeting 
shortly after Easter, hence it will 
likely be during either the first or 
the second week following Easter 
that the convention will assemble. 
That is, Monday. and Tuesday, 
April 12 and 13, or the same two 
days of the following week, April 
19 and 20. As usual there will be 
a comprehensive style show in con- 
nection with the convention this 
year. 


Sears, Roebuck Start Retail Store 
Construction 


Sears, Roebuck & Co., of Chicago, 
started the middle of January the 
construction of their large branch 
store in Atlanta, which, when com- 
pleted, will be one of the largest re- 
tail department stores in the south- 
ern territory. The building is to 
be located on Ponce de Leon Ave- 
nue, several blocks outside the 
city’s business district, and close 
to the edge of one of the principal 
residential sections of Atlanta. The 
result of such an experiment, there- 
fore, will be watched with interest 
by business men in this section, as 
the company will not only con- 
duct its mail order business from 
this house, but also will operate it 
as a retail department store. The 
cost of the store building alone is 








re 
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estimated at approximately $3,000,- 
000, and present plans are to have 
it ready by July. 


Other New Stores 


Announcement also has_ been 
made by the I. Long & Sons Co., 
of Birmingham, Ala., that this con- 
cern will erect another large de- 
partment store in that city on a 
site in the downtown section re- 
cently acquired. The building is 
to be three stories in height. 

In the meantime, rapid progress 
is being made on the large new de- 
partment store of R. H. Macy & 
Co., now under construction in the 
downtown section of Atlanta, this 
building being erected at an esti- 
mated cost of $5,000,000 for the 
Macy Company by Asa Candler, the 
Coca-Cola magnate. 


| BALTIMORE | 





Trade Good 


The monthly review of the Fifth 
Reserve District reveals a very sat- 
isfactory volume of trade during 
November and early December. 
The Christmas trade was fully 
under way and was in larger vol- 
ume than last year, as is shown by 
an increase of 5.5 per cent in de- 
partment store sales in November 
in comparison with sales in Novem- 
ber, 1924. Wholesale trade in No- 
vember was seasonally below that 
of October, but as a consequence 
of the activity in retail circles the 
wholesalers received a larger vol- 
ume of refill orders than during the 
corresponding period a year earlier. 
The purchasing power of the dis- 
trict as indicated by both demand 
and time deposits in member banks 
exceeds that of a year ago by a 
considerable margin. Debits to,in- 
dividual accounts, firm and corpo- 
ration, one of the best indicators 
of the current volume of trade, are 
running from 12 to 15 per cent 
above debits in 1924. 


Clearance Sales Flourish 


Clearance sales have been going 
on for the past few weeks. Some 
stores have already disposed of 
their odd lots of shoes. It is not 
uncommon for stores to advertise 
at this time, a sale of 2000 pairs of 
shoes at attractive prices ranging 
from $3.85 to $7.95 representing 
values up to $15. 

Retailers report business to be 
favorable and a number maintain 
that sales for the first two weeks in 
January are ahead of the corre- 
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sponding period last year. Stocks 
are generally good, carrying a 
minimum amount of merchandise. 


Galoshes Sold Well 


During the last six weeks of 
1925, thousands of pairs of ga- 
loshes were sold here. One was led 
to believe that every person owned 
a pair. But much to the surprise 
of most dealers, the last snowfall 
brought with it an amazing demand 
for this footwear. Some report the 
sale of galoshes in excess of rub- 
bers but expect to increase in the 
sale of the latter, for the next few 
weeks. 





Lack of Shoe Horn 
Ruins Oxfords 


A pair of men’s oxfords 
recently returned to a Brock- 
ton manufacturer of men’s 
high grade shoes proved to be 
a clear case of a pair of shoes 
spoiled for lack of a shoe 
horn. This is the manufac- 
turer’s comment: 

“Plainly, this shoe was 
fitted too short to begin with, 
as shown by the wearing down 
of the sole at the toe. The 
owner proceeded to put them 
on by the process of getting 
his heel as far as possible into 
the counter and then stamping 
his foot the rest of the way 
in. One look at the bulging 
counters tells the story. The 
condition of these shoes was 
brought about largely through 
the lack of being properly 
put on. If this man had used 
a shoe horn the counters 
would not have been ruined 
and the shoes would not have 
been returned.” 











Local buyers have attended the 
various style shows and predict a 
season of unusually attractive 
shoes. All kinds of reptile skins 
will be good, also in combinations 
of calf or kid. A tendency toward 
slightly narrower toes and higher 
heels is noticeable. Oxford ties 
with cut outs at the sides are sell- 
ing now and will be good in the 
spring. Greys in kid and suéde are 
being called for. 


Arensberg with Brager’s 


Harry A. Arensberg, formerly 
with Mandel Bros., Chicago, IIl., 
where he acted in the capacity of 
assistant buyer to A. M. Bibro, is 
now buyer at Brager’s. Mr. Arens- 
berg conducted an unsually suc- 








cessful sale of 2134 pairs of Dolly 
Madison shoes, values from $6 to 
$8 selling at $2.79. 


Saunders at Eisenberg’s 


Leo M. Saunders recently buyer 
at Jordan Marsh Co., Boston, is now 
buyer of the Eisenberg shoe de- 
partment. Norman Davis is to con- 
tinue as assistant buyer. 


Yaff Manages Travelers’ Store 


Henry H. Yaff is the new man- 
ager of the Traveler’s Shoe Store. 
Mr. Yaff has been in charge of the 
company’s stores in Roxbury and 
Lawrence, Mass. 


Walk-Over Closes Store 


The Walk-Over Shoe Co. closed 
its Men’s Shop at 17 East Balti- 
more Street and is combining men’s 
and women’s shoes at 104 W. Lex- 
ington Street. The formal open- 
ing under the new arrangement was 
held Dec. 31. Mr. George N. Scher 
was pleased with the number of 
$10 and $12 shoes sold at this store 
on the first day. Greater men’s 
business is expected here. 


| DENVER 


Good Business Reported 


Business has been good in Den- 
ver of late. The annual Denver 
Stock Show was held Jan. 16 to 23 
and hundreds of visitors from all 
over the Rocky Mountain region 
visited Denver during that period. 
Retail shoe dealers report business 
as many of the visitors did a lot of 
shopping while in Denver and the 
shoe merchant received his share 
of the business. Black continues 
to be the leading color in women’s 
footwear in Denver. There are 
many calls, however, for shoes to 
match different colored dresses and 
so the sale of shoes in color is go- 
ing ahead. Denver shoe merchants 
are beginning to place their orders 
for spring and are looking ahead to 
good business during the spring 
months. 


Wulff on Control Board 


Frank F. Wulff, head of the 
Wulff Shoe Company, and well 
known to the trade in this section, 
has been named a member of the 
board of control of the merchants’ 
division of the Chamber of Com- 
merce at Colorado Springs. 


New Store Opened 
The Betty Bond Bootery, a store 
dealing in women’s shoes exclus- 


ively just recently opened for busi- 
ness in Denver at 1505 Stout Street. 
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Shoe Manufacturers Being Pushed 
For Early Deliveries 


Shortage of Colored Kid Looms 








| BROOKLYN 


Manufacturers Busy 


Shoe manufacturers in the Brook- 
lyn section are well supplied with 
orders at present. In fact, some of 
them would welcome a slight re- 
spite until they get caught up with 
production and arrange for sources 
of supply. 


Colored Kid a Feature 


The outstanding feature of cur- 
rent orders, is the demand for col- 
ored kid footwear, and this has 
brought with it a new problem that 
is rapidly getting more serious. 
Ample stocks of the right kind of 
colored kid are not to be found. 
Some manufacturers have protect- 
ed themselves on such colors as 
parchment, Sauterne, champagne 
and blonde, but the majority have 
not and undoubtedly there will be 
some delayed orders from Brook- 
lyn houses due to the inability to 
secure adequate supplies of colored 
kid. 


Again there is some fear ex- 
pressed that many retailers have 
not balanced their stocks of colored 
kid in their early orders. While 
the light shades of tan undoubtedly 
will lead this spring, there is no 
assurance that the public will go 
for one color to the exclusion of all 
others. The Brooklyn manufac- 
turers are advising their customers 
to spread their orders around over 
the color range and not to order too 
heavily of any one color. 


Patent May Come Back 


. Patent leather, while it has 
waned in popularity is by no means 
a dead issue, and there are many 
manufacturers in Brooklyn who 
expect it to revive later in the 
spring and summer. 


Griffin Heads Association 


Albert C. Griffin of the Griffin- 
White Shoe Company was elected 
president of the Shoe Manufac- 


turers’ Board of Trade of Greater 
New York, the Brooklyn manufac- 
turers’ association, at the annual 
meeting on Jan. 25. Justus’ J. 
Lattemann of the John J. Latte- 
mann Shoe Company was elected 
vice-president, Frank Grossman of 
Julius Grossman, Inc., treasurer, 
and Herbert R. Garside, secretary. 
Frank H. Curry is retained as 
executive secretary and counsel. 

The Board of Directors consists 
of the officers and George W. Baker, 
Theodore Cramer, John R. Garside, 
Andrew Geller, Julius J. Kauder, 
John J. Lattemann, Michael A. 
Miller, Raymond P. Morse and 
Ernest C. Wheeler. 

The first meeting of the new 
board will take place next Tues- 
day, Feb. 2, when several important 
matters will come up for dis- 
cussion. 











CINCINNATI 














Market Healthy 


That the Cincinnati manufactur- 
ing market is in a healthy condition 
was easily discernible last week, 
for all manufacturers greeted the 


‘correspondent with a smile which 


indicated that everything was go- 
ing smoothly. A _ little labor 
trouble in one or two plants has 
been settled favorably and this 
ripple has not disturbed the tran- 
quillity of the market generally. 
All factories are being kept busy 
preparing for the spring trade. 
Fred Roth, of the Roth Shoe Com- 
pany, pointed out that a new kink 
has developed in shoe styles. 
“Heretofore, cheaper shoes have 
followed in the wake of the better 
quality shoes,” he said, “but this 
season there exists a distinctive 
style in each field. The higher 
priced shoes are being made in 
sharper toes and longer vamps with 
tasteful trimmings, while the 
cheaper shoes are being demanded 
in blunter toes and sh~rter vamps. 
Buyers of cheaper shoes are de- 


manding all kind of fantastic trim- 
mings and it seems that the uglier 
the trimming the better merchants 
like it. 

“We did well at the St. Louis 
style show, for not only did we 
sell our regular customers but we 
opened two new accounts. Our 
band grip shoe is expanding its 
popularity continually. We have 
received offers from England, Cuba, 
Mexico and elsewhere to figure on 
this new corrective shoe.” 

“We are way ahead of our firm’s 
previous business and are going 
steadily forward,” was the opinion 
of Frank X. O’Brian, vice-president 
of the United States Shoe Company. 
“T could not say that any particular 
style or pattern of leather or trim- 
ming is outstanding, for we have 
a complete line of footwear, and I 
would say that we are doing a very 
good business in all the lines we 
are manufacturing.” 

“Our factory is more than busy 
making shoes to fill our orders for 
the Easter trade,” said George Voll- 
man, Jr., advertising manager of 
the Vollman Lawrence Shoe Com- 
pany. “Our stock shoes are selling 
fast and we are experiencing 
trouble keeping them in stock. Our 
Madame Bo Couer Shoe went over 
with a bang at St. Louis and Chi- 
cago. I predict a successful future 
for this style. Our move in buying 
a large quantity of kid leather has 
proved to be one of our best moves, 
for the demand for kid shoes is 
increasing every day and when our 
customers ask for kid shoes we 
have them. 

“We are putting in a new line of 
style welts to be known as Foot 
Rest Shoe of Character line. 
These shoes are to have all the fea- 
tures of a corrective shoe, but with 
the added feature of style. These 
are not to be known as corrective 
shoes only, but style plus will be 
emphasized. Our turns are coming 
fine. We expect to be in a position 
to receive orders in about four 
weeks and perhaps sooner, accord- 
ing to the present outlook.” 
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Ray Meyers Back Again 


Ray Meyers, sales manager of 
the Vollman-Lawrence Shoe Com- 
pany, Cincinnati, has recovered 
from an attack of influenza con- 
tracted at the Chicago convention 
and style show. Ray was forced 
to abandon his work at the con- 
vention and go to a hospital. For 
several days he was in a critical 
condition. 


George Vollman Returns 


George Vollman, president of the 
Vollman-Lawrence Shoe Company, 
Cincinnati, has returned from a 
business trip in the East and re- 
ports conditions to be highly 
favorable. 


John Hatch in Florida 


John Hatch, who covers Mich- 
igan for the Cahill Shoe Company, 
has been in Florida for several 
months where he was transferred 
because of the effects of a cold con- 
tracted when in his own territory. 
He has been calling on the trade 
in Florida while there and has sent 
in a number of orders for colored 
kids and white shoes. 

Mr. Hatch will return to his own 
territory in Michigan as soon as 
his condition permits. In the mean- 
time, L. B. Cahill, of the Cahill 
company, has been serving the 
company’s accounts in Hatch’s 
territory. 


Woodward Gives Talk 


Alfred T. Woodward, credit man- 
ager of the United States Shoe 
Company, Cincinnati, addressed the 
Boot and Shoe Manufacturers’ As- 
sociation Convention in New York 
last week on credit methods. Mr. 
Woodward is an authority on credit 
methods, having been in charge of 
credit departments in several shoe 
companies in Cincinnati and else- 
where. He also is conducting 
classes in credits at the University 
of Cincinnati. 


Presents Own Style Show 


“Walk down Fashion Avenue, see 
the shoes for every occasion” and 
then “Bring home the bacon with 
Charles Meiss shoes,” is the advice 
given to salesmen attending the 
style show of the Charles Meiss 
Shoe Company, Cincinnati, accord- 
ing to placards placed around the 
booths. This show, which was the 
beginning of the company’s cam- 
paign to increase its business by 
1,000,000 pairs of shoes next year, 
was conducted last week at the 














show rooms on Walnut Street. Mr. 
Zeigler was in charge of the show. 


[ HAVERHILL 


Light Kid in Active Demand 


Haverhill manufacturers’ are 
keeping in close contact with the 
leather market as regards their 
needs in the lines of colored kid 
leather. Orders which are coming 
in for Easter delivery call for 
large quantities of these skins in 
the various popular shades. Prac- 
tically all orders call for three or 
four weeks’ delivery. With Easter 
orders closely following, manufac- 
turers are besieging the tanners 
with orders. Many tanneries near 
Boston which specialize in kid 
skins are working at full capacities 
to supply these immediate demands. 














He Had an Alibi 


As a result of a recent in- 
cident, one of Brockton’s retail 
shoe merchants has been ac- 
cused, by fellow business men, 
of inconsistency. The shoe 
merchant displays in his store 
window a sign which reads: 
Wear tan shoes in daytime. 
Black shoes after six. 

Recently an acquaintance 
of the shoe merchant, whose 
store displays this sign, saw 
him wearing a pair of tan 
shoes after six in the evening. 
However, the merchant had as 
an alibi that the shoes, being 
bright yellow, brand new, and 
the night being cold, they 
were worn as “hot stuff” or 
foot warmers, with which 
alibi he got by. 




















If merchants are unable to get a 
sufficient amount of bright colored 
kids, they must turn to patents and 
satins to some extent as alternative 
propositions. Many patent leather 


and satin shoes, the latter in vari- ] 


ous bright colors, are going 
through the Haverhill plants. The 
old reliable patent is being called 
upon to close the gap in many an 
otherwise incompleted order. 


Chamber of Commerce Reorganizes 


Announcement by President 
George W. Hurn, of the Haverhill 
Chamber of Commerce, recently 
made, is to the effect that a com- 
plete reorganization of the chamber 
is planned by a number of com- 
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munity leaders in the endeavor to 
make it more prosperous and more 
efficient than ever before. A new 
secretary, George H. Hines, has re- 
cently been secured. Committees 
in charge of the various depart- 
ments of reorganization have been 
named by the president. President 
Hurn says, “A better time could 
not have presented itself for the 
reorganization. The settlement of 
the labor dispute in the shoe in- 
dustry and the flourishing condition 
of business in general gives Haver- 
hill a wonderful opportunity to 
build up the city to an outstanding 
position.” 


New Concerns Enter Industry 


With the prospect of added busi- 
ness for Haverhill’s shoe manufac- 
turing concerns, and with it a 
corresponding increase in the out- 
put of accessories to the shoe 
business, there are several new 
concerns locating in the shoe dis- 
trict. Others already established 
are extending their facilities to 
take care of the increased orders 
at present and expected. Several 
former members of the local trade, 
who haven’t been recently active in 
the industry, are resuming their 
work in this direction. In fact the 
beginning of the new year sees 
Haverhill in a better position to 
serve the trade than at any pre- 
vious time for several years. 


Celastic Branch Locates 
in Haverhill 


The Celastic Corporation, a sub- 
sidiary of United Shoe Machinery 
Corporation, having factories in 
Brockton, Mass., and Arlington, N. 
J., has established a branch plant 
in Haverhill for the manufacture 
of box toes and counters. The 
location of the Haverhill factory is 
to be in the building of the Slipper 
City Wood Heel Co., on Duncan 
Street. 


a 














Manufacturers Elect Officers 


At the annual meeting of the 
Brockton Shoe Manufacturers’ As- 
sociation, President John S. Kent 
was re-elected for another year. 
The complete list of officers and 
directors for the coming year in- 
cludes: vice-presidents, Charles E. 
Moore and Herbert L. Tinkham; 
treasurer, Frank S. Farnum; secre- 
tary, Frank M. Bump; assistant 
secretary, T. J. Evans; directors, 
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Charles E. Moore, chairman; P. 
William Blunt, Perley G. Flint, C. 
Chester Eaton, William A. Hogan, 
Hector E. Lynch, Robert A. T. 
Nelson, Charles M. Park, Lars 
Peterson and Clarence P. Waide. 
Mr. Nelson is the new director suc- 
ceeding Charles S. Marshall, who 
last year disposed of his Brockton 
shoe manufacturing business to the 
London Character Shoe Company. 
The officers and directors comprise 
the executive committee. 


Store’s First Anniversary 


Harry A. Delano, conducting a 
retail shoe store in Brockton under 
the name of “Delano the Shoe 
Man,” entertained his employees at 
a dinner and social recently in 
honor of the store’s first anni- 
versary. A program of after din- 
ner speaking, with Mr. Delano 
acting as toastmaster, followed. 


This concern succeeds the Metro- 
politan Shoe Store, which for many 
years occupied the same location. 


MILWAUKEE 


Spring Orders Good 


Orders for spring merchandise 
are coming in nicely, according to 
Milwaukee factories, whose men are 
already on the road. In some in- 
stances there is an indication that 
hand to mouth buying will con- 
tinue, but manufacturers look for 
a very good season this spring. 
Some factories have delayed their 
sales conferences until the latter 
part of January or early February, 
prefering to start their salesmen 
out a little later in the season. 

“Our salesmen are out with our 
new line of samples, and orders are 
now coming in fairly well.” said 
Vincenz J. Schoenecker of the 
V. Schoenecker Boot & Shoe .Co., 
manufacturers of women’s comfort 
and semi-dress shoes. “The in- 
dividual orders are not large, as 
merchants are buying in small 
quantities on a hand-to-mouth 
basis. Styles are so changeable 
that they are afraid to place heavy 
orders. However, we look for a 
very good spring business this 
year.” 

Mr. Schoenecker states that buy- 
ing has centered around open face 
types, three-button effects and 
things of this type in Goodyear 
welts particularly. So far, patents 
and dongolas have both been mov- 
ing, offset by trimmings in light 
shades. 
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“Our business since the begin- 
ning of the year has been O. K.,” 
stated W. G. James, president of 
the James Shoe Manufacturing Co., 
children’s and young ladies’ shoes. 
“Orders have been coming in 
nicely, and we are gradually in- 
creasing our output. We closed 
down a little during December, but 
we are now running on a normal 
basis, and expect to increase our 
business about 50 per cent during 
the coming year. With our new 
factory and new equipment, we see 
no reason why we should not make 
that much increase and our plans 
have been made with that goal in 
mind.” 








Army Wants Shoes. 


WASHINGTON, Jan. 20.— 
Bids for 118,540 pairs of army 
service shoes will be opened 
at the Philadelphia Quarter- 
master Intermediate Depot, 
Feb. 1, 11 o’clock, according 
to a circular letter just issued 
by the War. Department. 

Offers submitted by bidders 
on the Pacific Coast should be 





addressed te the Quarter- 
master Supply Officer, San 
Francisco General Intermedi- 
ate Depot, Fort Mason, Cali- 
fornia, at which point bids 
will be opened simultaneously 
with bids received at the 
Philadelphia Depot. Offers 
received at San Francisco 
Depot after 8 o’clock, western 
standard time, Feb. 1, will not 
be considered, it is announced. 





Credit Men Elect 


D. L. Sawyer, credit manager of 
the F. Mayer Boot & Shoe Co., was 
reelected president of the Shoe 
Credit- Men’s Association of this 
city at the annual meeting held at 
the Plaza. Other officers reelected 
were A. J. Schoenecker, secretary 
and treasurer of the V. Schoe- 
necker Boot & Shoe Co., secretary; 
and Frank Herbst, of the Herbst 
Shoe Co., treasurer. J. F. Scheck, 
of the Kalt-Zimmers Manufactur- 
ing Co., was elected vice-president. 

Following the dinner, the meet- 
ing was opened by Mr. Sawyer, who 
called attention to the fact that the 
association was celebrating its 
thirteenth birthday. It was formed 
thirteen years ago by five credit 
men from Milwaukee shoe fac- 
tories. It has been one of the most 
active credit organizations in the 
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city and now has a membership of 
thirty-five. William K. Adams, vice- 
president of the First Wisconsin 
National Bank, gave an address on 
“Fraud and Its Effect on Credit,” 
and also touched on the prospects 
for 1926, which he considered very 
encouraging. 

E. R. Schleif, formerly of the 
Excelsior Shoe & Slipper Co., was 
a guest of the evening, and gave 
a brief talk on the value of the 
association. 


Shoe Manufacturer Noted 


Vincenz J. Schoenecker, presi- 
dent of the V. Schoenecker Boot & 
Shoe Co., is one of the list of 
prominent Milwaukee business men 
whose activities in this city have 
been noted in a “Who’s Who in 
Milwaukee” column of the Mil- 
waukee Sentinel. This daily news- 
paper has been running a series of 
short articles describing the ca- 
reers of men well known in local 
business circles, accompanied by 
two photographs showing them at 
the beginning of their careers and 
at the present time. Mr. Schoe- 
necker has been very active in a 
number of fraternal and other 
erganizations. He has served as 
member of the board of public 
works, north side commissioner and 
city treasurer and is now county 
park commissioner. 


oman 


Factories Busy 











Factories are active here, and it 
is expected that they will continue 
active until May, for summer 
novelties will follow the early 
spring and Easter shoes that are 
now being made. 

Manufacturers would like to hold 
styles about “as is” for a while, 
with the hope that they can be 
turned to a profit all along the line 
from tanner to retail merchant. 
Some buyers agree with this policy. 


Expect Patent to Improve 


Styles, for the present show the 
light colors; blondes, tans and 
grays, as named by the chart, in 
much favor. New interest in 
patent leather shoes is expected to 
set in after the Easter run is over. 
White shoes will come strong at 
that time, too. Some tanners report 
sales of white leather well ahead 
of this time a year ago. 

[CONTINUED ON PAGE 107} 
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A Talk on Guayule Rubber 


published the introductory par- 

agraph of President Cutler’s 
talk on the crude rubber, called 
Guayule. President Cutler is an 
authority on this subject, as he has 
spent much time in Texas and Mex- 
ico, “the home” of Guayule, and has 
intimately followed the industry 
from its inception. 


[ the RECORDER of Jan. 9, we 


N account of the spectacular 

rise in crude rubber during the 
eleven months ending Nov. 1, 1925, 
due to the restriction of export from 
the British Colonies of Malaysia and 
Ceylon—from 36.7 cents in January, 
1925, to 109.5 cents in November, 
1925, all the shoe world, especially, 
has been watching every detail in 
connection with the crude rubber 
situation, knowing that about 15 
per cent of it is used in the indus- 
try. The fact that in the last two 
months, the price has dropped to 
around 68 cents a pound, still makes 
the subject of a less expensive crude 
rubber interesting. 


ONTINUED President Cutler, 

in part: “About the year 
1904, Edward B. Aldrich, son of the 
late Senator Nelson W. Aldrich, dis- 
covered the possibilities of commer- 
cializng the rubber obtained from 
this Guayule shrub. Consequently 
the Continental Rubber Company of 
America was organized and has 
since that time produced and sold 
large quantities of this rubber, in 
this country and in foreign coun- 
tries. 

“The method used to separate this 
rubber from the shrub is as follows: 
The shrub is ground into fine par- 
ticles, 


“6 HESE small pieces of shrub 

are rubbed together by special 
machinery until a separation has 
been made. The whole mass is then 
floated in water until the wood has 
become waterlogged and sinks, leav- 
ing the rubber floating on the water. 
The rubber is then skimmed off, 
passing through the processes of 
cleaning, stabilizing .the natural 
resins, drying, blocking into 100 
pound blocks ready to be used in the 


By David A. Cutler 


President of the Alfred Hale 
Rubber Company, Atlantic, Mass. 


same manner as all crude rubber, at 
various consuming factories. 
“About the year 1919, George H. 
Carnahan, a mining engineer of 
note, was given the responsibilities 
of producing a better grade of Guay- 
ule than had previously been pro- 


It Pays to ““Talk”” Rub- 
bers to “‘College”’ Girls 


A retail shoe store in a 
small New England city—and 
by the way, not in a college 
town—gives to its rubber shoe 
publicity a “college girl” at- 
mosphere. The proprietor of 
this store finds that it has paid 
him to do so. In his ads he 
has a line cut drawn showing 
a girl wearing “The Newest” 
in red, or chestnut, or green, 
or blue, or black overshoes, to 
match, “The Newest in Um- 
brellas,” of the smart, stubby 
order, with wooden handles “to 
match, or contrast, with over- 
shoes,” and with the new 
“slicker.” 

The young college miss 
wears a little, close-fitting hat 
and has a book under her arm. 
He has found that all girls in 
his community, whether col- 
lege of shop girls, like to wear 
apparel with a collegiate at- 
mosphere. And so he “talks” 
rubber shoes to ’em—in his 
windows and newspaper ad 
just as though they really 
were C’llegiates. 


duced. The present methods used in 
manufacturing the most popular 
brand called “Duro” are the results 
obtained by the best talent procur- 
able in the scientific field for this 
type of work. 

“This company alone will, the cur- 
rent year, produce and sell 8,000,000 
pounds of “Duro” brand Guayule 
rubber. In addition about one ton 
a day is being produced in Texas by 
the Border Rubber Company, and 
from the year 1911 to 1924 inclusive, 
about 73,000,000 pounds of Guayale 
has been sold. 





sé WING to the high price of all? 
crude rubber and because of 
the adaptability of Guayule in com- 
pounds, by the up-to-date methods 
of compounding, this particular 
grade has filled, and will continue to 
fill, an important place as crude rub- 
ber in the manufacture of many 
kinds of vulcanized rubber goods. 
This rubber is produced by Amer- 
ican capital, on the North American 
continent. Hence, for the reason 
that it can never be known when or 
how this Guayule might be the only 
crude rubber available for our ur- 
gent needs, those who are directly 
responsible for the manner in which 
crude rubber can be used for the 
manufacture of automobile tires, 
tubes, and all kinds of manufactured 
rubber articles, should in time of 
peace so support this grade of crude 
rubber as to make it invaluable to 
the art of compounding and guar- 
antee American rubber manufactur- 
ers a secure supply of an American 
product in any emergency. 


‘6 a T the present time all the 

Guayule rubber that can be 
manufactured in Mexico and Texas 
finds a ready market at prevailing 
prices which are much lower than 
latex crude rubber prices. 

If it were not for the foresight 
and ability of our American leaders 
of industry, who have given their 
time and their money, to the vast 
amount of about $13,000,000,000 in- 
vested in industries which require 
rubber goods in some form, the stu- 
pendous amount of 700,000,000 
pounds of crude rubber per year 
would not be consumed in the United 
States. Also, if these same men ex- 
pand their efforts over the world, as 
all signs indicate, who can imagine 
the amount of all kinds of crude rub- 
ber that will be required during the 
next decade? On the other hand, if 
those who are responsible for the 
economic guidance of the supply of 
this important basic material do not 
exercise the proper foresight, it is 
possible for such a condition to re- 
sult whereby only a small part of 
the millions of pounds of crude rub- 
ber now sold by them to American 
manufacturers could be consumed.” 
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¢ American Interlocking Shoe Store Chairs 








North Shore Bootery, Evanston, Ill. “ 


People seek up-to-date merchandise 


in stores which look up-to-date 


IDY, unshined shoes may still be good serviceable shoes —but they 
don't look it. Nor does an old fashioned, unattractive store reflect prog- 


ress, smart merchandise, and good values. Like unshined shoes — unadorned 
stores hide their true worth. 


For fifteen years we have specialized in manufacturing the one factor of greatest 
importance in adding distinction to shoe stores—American Interlocking Shoe 
Store Chairs. For, beyond their utility, their greater service and longer life, is 
a beauty of line and finish that suggests careful store management, adds an air 
of prosperity to the store, invites more and better trade, and builds customer 


confidence. 


A Free Service to Improve Your Store 


Thousands of leading stores throughout the country are equipped with American 
Interlocking Shoe Store Chairs. And in these installations we have gathered 
many important facts regarding shoe store seating. Today our engineers and 
draftsmen offer you their experience free. With no obligation on your part 
they will gladly suggest an arrangement of chairs to enable you to serve more 
customers, with greater speed and convenience, and at the same time add 
greatly to the decorative effect. Write to our Shoe Store Service Department. 
Their counsel and assistance is yours for the asking, 


American Seating Company 


Illustrating 
No. 6035 


A beautiful decora- 
tive treatment that 
will harmonize with 
any interior. A dura- 
ble chair, with deep 
curve back, mattress 
spring seat, any cover- 
ing and 


—i- 


These great 
features 


Greater seating capacity— 

airs inter] 

Greater comfort for your 
customers, 

Guses Cty — tease 
chairs are guarantee 
against breakage. 

Greater beauty because of 
attractive designs. 

Greater economy in cost. 
15 years of experience to 
serve and assist you. 











This Booklet— 


The Shoe Store Beautiful 
shows many attractive 
styles and arrangements. 
Write for a copy, today. 





1016 Lytton Building Chicago, Illinois 


NEW YORK: Room 601, 119 W. 40th he ranch OILADELPHIA: Room 703, 1211 Chestnut Se. 


BOSTON: Room 302, 69 Canal St. 
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we insisted on the Kawneer product 


Politz and McDowell investigated Store Fronts. They 
bought a Kawneer Front after finding them satisfactory 
in other shops. 


For twenty years 


SOLID COPPER 


STORE FRONTS 


have been giving equal satisfaction to thousands of mer- 
chants in every line of business. 
The 
KAWNEER 
Let us send you this Company 


book suggesting a store 3313 N. Front St 
front for your particular Niles, Mich. 


line of business—IT IS Send me “Suggestions 
FREE. for Your Store’’. 


NAME 


ADDRESS 





eauty of Design should he Consideree 
in Your Store Front a 








LID COPPER 


STORE FRONTS 


Kawneer 


Beauty of design in your Store Front means you 
can get bigger profits from your show windows. 


It individualizes your store and its location. 
It enables your merchandise to reflect true value. 


It improves the value of your property regardless 
of your location. 


All Kawneer Fronts are designed to fit individual 
needs, including Men’s and Women’s Wear, Shoe, 
Jewelry, Automobile Show Rooms, Automobile 
Accessories, Drug, Hardware, Furniture, Grocery, 
Electrical and Department Store, Restaurants and 
First Floor Offices. 


See Kawneer Store Front illustrated on preced- 
ing page. 


ett 
THE 


(iti : 
at awnee 
> . K COMPANY r 


NILES, MICHIGAN. 
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SHOE STORE SERVICE SECTION 


Devoted to Findings, Fixtures and the Proper Display of Merchandise 


Do You Make Full Use of the Stamps 
That Carry Your Monthly 
Statements? 


TWO-CENT stamp is required 
to mail the monthly state- 
ment. This statement, alone, 

does nothing in the way of warm- 
ing your customers toward you— 
of developing their good will—but 
Uncle Sam would charge no more 
for carrying with it something that 
would do just this. 

Why not show some interest in 
the service that customers are get- 
ting from the shoes they buy from 
you? Some stores mail out a print- 
ed form to the effect that their in- 


ing for the doors to open on Mon- 
day morning are likely to lose out on 
this special opportunity. 

Some merchants feel nervous 
about attempting a form letter, 
fearing that their vocabulary isn’t 
broad enough for the purpose. As 
a matter of fact, even the biggest 
thoughts can best be put over with 
small words that everyone knows. 
In the works of John Ruskin and 
many other outstanding writers, 
words of more than two syllables 
are very sparingly used. Don’t be 





terest in their customers and 
their merchandise does not 
end with the sale, but rather 
begins there. They invite 
comments, favorable or other- 
wise, and state their willing- 
ness to make right anything 
that may go wrong. A bet- 
ter way, having a more per- 
sonal touch, is to use a letter 
instead of a printed slip. 
The disadvantage of this is 
that considerable care must 
be exercised to avoid send- 
ing the same letter to the 
same customer more than 
once. 







LETTER sent with a 
statement can be utilized 
as a medium for creating im- 
mediate sales—from the cus- 
tomers addressed or from 
members of their families. 


A plan that has worked 
out well for some merchants 
is to offer the firm’s known 
customers first pick at clear- 
ance bargains or new styles 
for some two or three days 
prior to their being adver- 
tised to the general public. 
Everyone appreciates being 
given special consideration. 
But this should be a little 
favor—not a scare. Don’t 
tell them that those who 
aren’t outside the store wait- 









RECORDER MERCHANDISING 
CALENDAR FOR FEBRUARY 


Feb. 1—6 


Get your window trim material ready for 
the three special days which should be 
taken notice of in February— 


Lincoln’s Birthday, the 12th. 
St. Valentine’s Day, the 14th. 
Washington’s Birthday, the 22nd. 


Some suggestions on this which you may 
follow, or which may serve as thought start- 
ers, are illustrated on the following pages. 


Feb. 8—13 


The stock record sheets should have your 
close attention now. Keep the loose ends 
trimmed as well as possible—that is, aim 
to clean out the small lots before the size 
runs are too much shot up. Call the saies 
folk together and make sure that they un- 
derstand your instructions with regard to 


this. 
Feb. 15—20 


Rubbers and galoshes are due for a whirl. 
Prepare to put on a drive, taking advantage 
of sloppy weather in case there isn’t any 


just now. 
Feb. 22—27 


Unless the weather is blizzardy, this 
should be a good time to put in a spr: 
styles window. At least a section of a win- 
dow should be devoted to them. Also it is 
probable that the condition of the stock 
will warrant giving over a window to 
broken lots of shoes. In this connection 
ou might use to advantage the “Hatchet 

le” idea described in the article follow- 


ing this. 





flowery or frothy—just straightfor- 
ward and sincere. 

Here is a suggestion for a note 
accompanying one monthly state- 
ment— 


“Dear Mr. 


“When you receive a monthly 
statement it naturally reminds you 
of purchases made. We hope this 
one brings a pleasant reminder. 
Should your last purchase—or any 
subsequent one—fail to bring full 
satisfaction, we hope you will let 
us know. And if it does, of course 
we'd be glad to know that. Any- 
thing that may not be right when 
you leave the store we want to 
make right when we learn of it. 

“Here’s something that we 
thought you’d like to be “let in on.” 
Next Wednesday, the —th, we will 
group at $—— a pair, all remain- 
ing broken lots of 
and that were orig- 
inally priced at from $—— 
to $——.. We feel that when 
anything like this is done, 
the customers on our books 
are entitled to first selection. 
Accordingly, we invite you 
and your family to come in 
and pick over these lines on 
Monday and Tuesday, before 
they are advertised to the 
general public. 

“We thank you for your 
past patronage and hope for 
the pleasure of filling all 
your future footwear wants. 


“Sincerely yours, 


ESIDES a letter, a print- 

ed insert illustrating and 
describing one or two shoes 
can be sent with the state- 
ment. Some shoe manufac- 
turers are prepared to fur- 
nish an insert of this nature 
or the cuts for it. Dealers 
not in touch with suitable 
sources of drawings, plates, 
printing, etc., are invited to 
write the Western Service 
Department of the Boot AND 
SHOE RECORDER. 

Let your customers hear 
from you with something be- 
sides a statement of what 
they owe. 
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ome aan “THE HIT” 
OF THE CONVENTION! ; \ 
| The new “Westwood Period” attracted much favorable comment at our exhibit 


at the recent national convention at The Sherman House, Chicago. 
This is because the proportions are dainty, appealing and symmetrical. 


The above cut illustrates a “set” of these fixtures. 


PRICE $79.00—CONTAINING 17 PIECES AND INCLUDING 
2 HOSIERY FIXTURES 


Circassian Walnut finish with gold reliefs, in stock. 
Ask for our Catalog No. 22 of high class wood fixtures. 


If interested in glass fixtures we have Catalog No. 18 waiting for you. 


SAMPLES OF “IN STOCK” WINDOW VALANCES, PLUSHFS AND LIGHT WEIGHT SUN 
FAST FABRICS FURNISHED ON REQUEST 





nr - 
PLA Ee a IT'he Hecht Fixture Co. 
16 West 31st St. Dept. 12, Medinah Building 
Between Broadway and Sth Ave. 
Wells St. and Jackson Blvd., Chicago, Ill. 





















































—_ As ~ A As 





When writing to advertisers please mention Boot anp Suor RecorpEr 














January 30, 1926 


BOOT AND SHOE RECORDER 















































a 










































~N 






Fig. 1—A decorative set piece 
of this sort against a very sim- 
ple background gives the sea- 
sonal touch to a spring shoe 
window. Later the same piece 
can be used over in a different 
position or dissembled to make 
separate sprays 





Karly Spring Window Displays 


Inexpensive to Build 


display is expected to take in 
modern merchandising is indi- 
cated by the modern store front. 
One of Chicago’s newest and finest 
shoe stores has given up 22 feet of 
its depth to windows and thousands 
of doliars are spent annually in dec- 
orating them. This is but a fitting 
tribute to the power of window dis- 
plays in building up a business. 
Notwithstanding the large sums 
expended on window displays by in- 
dividual stores, the average shoe 
merchant spends far too little on his 
display work. This is not alto- 
gether due to indifference, or dis- 
belief in the value of window ad- 
vertising, but more to lack of plan- 
ning the displays ahead of their in- 
stallation, and properly budgeting 
an appropriate expense for window 
displays. 
The merchant who fails to spend 
a proper amount for window display 
decorations and fixtures does not 
save the amount he withholds, but 
actually loses much more through 
having displays that-are not made 


Te important part the window 





By A. E. Edgar 


as attractive as they should be. As 
a general rule the smaller the store 
the larger the percentage of the an- 
nual sales that should be spent on 
window advertising. Where the vol- 
ume of annual sales is less than $25,- 
000 at least one per cent should be 
spent annually on window displays. 
As the volume grows larger the less 
the percentage necessary to create 
efficient displays. 

With the spring business ahead of 
him the shoe merchant will do a 
good stroke of business by securing 
the spring catalog of artificial 
flower houses and of fixture firms 
and appropriating a proper expen- 
diture for decorations and fix- 
tures that will make his windows 
more attractive and efficient as a 
selling medium. 


EBRUARY is largely an in-be- 
tween month in business. Final 
clearance sales will be going on and 
spring business will be evident in 
the daily demands of customers. 
Weather conditions will play an im- 





portant part in the spring demands 
but aggressive tactics will go far 
toward overcoming adverse condi- 
tions, should they be present. 


DVANCE displays of spring 

footwear are advisable, whether 
the demand is active or not, for 
largely upon the first efforts depend 
the future business of the store. 
Advertising is cumulative in its ef- 
fect. Attractive displays may not 
create business before the actual 
need of the customer arises, but it 
tends to predispose the customer 
toward the store that proves itself 
ready for business. 

The shoe merchant should adopt 
the policy of showing something new 
each week. This can easily be done 
by playing up style after style as the 
weeks pass by instead of making 
displays of the complete spring lines. 
Later, when the season is actually 
on, the complete line may be shown 
with better effect. 

The spring displays should be 


distinctly different to those of the 
past season. The air of spring should 
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Attention Getting Window 
Displays For Spring 
can be had by using 


SCHACK’S DECORATIONS 


A wonderful line of new and novel floral decorations; a wealth of new 
unit settings combining flowers with hand-painted decorations on 


satin or wallboard. 


Schack’s line of Spring”Decorations is the most varied. Your every 
whim, taste and price you want to pay is satisfied. 


Our New Spring Catalog Now Ready 


Over twenty-five years of continuous service to the displayman makes it possi- 
ble for us to plan out the kind of decorations that serve you best. You can 
make your Spring Opening Windows 100 per cent efficient by ordering your 
decorations from our latest Spring Flower Book, 





Write Dept. B.R. for Your Copy 


mie oe gait a oes Lhe Sehack Artificial Flower Co. 
Butterflies . . 
Ft Set as shown 2 ord bn] Robey Be CH I CA G O wn ieee _— 














Rhinestone Ornaments 


Assorted Patterns 


Nothing will sell Patent Leather 
nT gape age 4 ta ape so 
ia readily as the addition of a 
“HUBTIP” “No-Metal- id. ff Rhinestone Clasp. No sewing, 
Tip” Shoe Laces Make | no staples. 

Your Findings Case More Per dozen pair, $5.40 
Attractive. \ Beautiful patterns in Rhine- 
stone Buckles priced from $1.50 
to $3.00 per pair. 


Attract the Eye and Profits Accrue 


with Goods of Quality Lincoln Store Supplies Company 
1508 Washington Ave., ST. LOUIS 








“HUBTIP” Cabinet Containing 72 Single 
Pairs. Striking Three Color Cartons Sure to 


Draw Attention. GROPING IN THE DARK 


“HUBTIP” Individual Carton Keeps Laces 
Clean and in Good Condition. Easy » Time was when the purchase of advertising space was 


handle. a “blind groping in the dark.” Advertisers had no 
means of checking a publisher’s statement of circulation 


Light Tan—Brown—Black and often these figures were unreliable. 
In six years the Audit Bureau of Circulation has 


A GOOD—STRONG—READY SELLER solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 


“HUBTIPS” is dispelled and the bright light of verified facts takes 


its place. Space buyers no longer find it necessary to 
No Metal AR wg Tip-to-Tip grope in the dark, 
anutia r 
There are no dark spots in the Boot and Shoe Recorder 
F. W. WHITCHER CO. circulation. Our records are audited by the Audit 


332 Albany Bldg., Boston Bureau of Circulations. 


When writing to advertisers please mention Boot anv Suog Recorver 
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be present to such an extent that 
the onlooker will recognize it. Dec- 
oratives and settings should be of 
lighter and brighter colors. Flowers 
should be used in greater profusion. 
New display fixtures and furniture 
should be introduced. The newness 
of the styles should be emphasized 
by every means available. 

It is not necessary to have dis- 
tinctly new backgrounds for each 
display but the accessory decorations 
should be different, or differently 
arranged. Very often, by the addi- 
tion of some simple decoration, an 
entirely different setting is made 
possible. 


HE decorative set-piece illustrat- 

ed in Fig. 1 may be used for part 
of the season with good results. 
Similar set-pieces may be purchased 
ready to use in the window, or the 
shoe merchant with a small appro- 
priation for display expenses may 
make it for himself. By varying 
portions of the decoration, entirely 
new effects may be secured. 

The frame-work is made of wood. 
The outer standards and the cross- 
piece may be two inches wide and 
the others one inch. The disc or 
plaque may be of wallboard or of 
heavy cardboard. The lanterns may 
be circular or just flat representa- 
tions. The base is made of wall- 
board or cardboard. Long stemmed 
foliage is suggested as in the illus- 
tration. The color scheme should be 
along light tones. 

This setting adapts itself to al- 
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Fig. 2—By following the directions given in this article a handy man 
around the store can make this effective background without much difficulty 


most any floor arrangement of the 
display that may be made necessary 
by the limitations of the fixtures. If 
floor blocks are used to cover the 
floor of the window then plush 
drapes and mats should be used 
freely to soften the severely square 
lines. Shoe stands of varying 
heights are necessary in all displays. 
Small pedestals, low plateaus and 
tables are a great help in bringing 
the various pairs of shoes in the dis- 
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Fig. 3—This is an unpretentious setting of which the focal center is a bust 
t) 


Washington, box covered with paper finished as marble or on a 
ob te pedestal. If necessary, a large geture of Washington can be 
substituted Tor the bust and pedestal 


play into prominence. The windows 
should never be crowded, and style 
displays should be very sparsely 
spaced. Crowded displays suggest 
low priced merchandise, while a thin 
display is suggestive of style and 
newness. 

Another setting is suggested in 
Fig. 2. A panel in the background 
has a disc decoration imposed upon 
it. The panel may be made of wall- 
board with a wooden frame or, 
lacking the frame, a plain panel. 
The frame may also be used with a 
shirred silk or other drape filling. 


HE circular decoration is com- 

posed of two circles of wallboard 
or cardboard. The larger one may 
be painted or covered with paper. 
The smaller one should be covered 
with velvet or silk. To the small 
circle a spray of foliage is to be at- 
tached while to the larger one cords 
and tassels are fastened as shown. 
The smaller circle should be set out 
an inch or two from the larger one. 
This can be done by having corks or 
small blocks between them. The 
smaller circle may also be outlined 
with cord of the same color as that 
used in the tassels. 

In the Shoe Store Service Section 
of December 26 we gave suggestions 
for Lincoln’s birthday displays. We 
now offer suggestions for Washing- 
ton’s birthday displays and sales. 

Such anniversaries are too im- 
portant for the shoe merchant to 
pass over without recognition. He 
not only has a chance to inspire 
the public with patriotism but to 
reap a reward at the same time. 
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Ain’t he 
a Cunnin’ lil’ Cuss? 


Looks so easy to get too — be- 
cause he’s within easy reach! 
But—You find— 











A Chain of Obstacles 


You know you have the mer- 
chandise — You know you have 
the values—You know you give 
service. But — customers seem 
to patronize your competitors in 
preference to you. 


Why? 


Have you ever given your Dis- 
plays a thoughtP The Day of 
showing merchandise without a 
Decorative Setting is gone. A 
touch of Flowers here and there 
in. your: Displays will work 
wonders. 


“The Guide to Better 
Window Displays” 


Shows Spring Decoratives of 
every description. You may 
have a Free copy. Write for it 
today. 


The Adler-Jones Co. 


645 So. Wells St. 
Chicago 














ATTRACTIVE, Sales compelling windows of 
the “BOSTONIANS’” Shoe Store, Chicago, 
I., illuminated with STERLING STIPPLE 


Reflectors No. 251. 


Efficiently Lighted 
Windows Are 
Selling More Shoes 


MANY leading shoe merchandisers, realizing the 
tremendous selling power of effectively lighted 
show windows are rapidly replacing their systems 
of lighting equipment with the new, modern and 
popular method provided by STERLING STIPPLE 
Reflectors. 

More and more, shoes are being selected, and sales 
better than half made, through the attractiveness 
of the window display. It will pay any merchant 
to have his displays illuminated with STERLING 
Reflectors. 

We will be glad to tell you how STERLING 
STIPPLE. Reflectors will help you to sell more 
Shoes. Send a rough sketch of your windows and 
give approximate dimensions. We'll do the rest. 


Reflector & Illuminating Co. 
Manufacturers and Engineers 


1413 West Washington Blvd. Chicago, U. S. A. 


Sterlin 


STIPPLE 


Reflectors z 
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Hatchet Sale of 
Shoes 


PPPPP 












































Fig. 4—This hatchet “stunt” 
can be used in connection with 
a cut price offering of shoes to 
be closed out around Feb. 22. 
Also hatchets offered as souve- 
nirs with spring shoes would 
be good in many localities 


Such displays always create a good 
impression and secure for the mer- 
chant the good will of the public. 
They may be made the direct means 
to increased sales of merchandise. 


HE Washington’s birthday dis- 
play setting illustrated in Fig. 
3 is simple in the extreme. It allows 
ample space for the display of mer- 
chandise without suggesting that 
the merchant is using a patriotic 
event to further his own purposes. 
Two flags are draped in the back of 
the window, or a single flag may be 
made to answer if two are not avail- 
able. On a pedestal is placed a bust 
of Washington. Here, too, a change 
may be made to suit circumstances 
for a picture of Washington may be 
substituted when necessary. The 
shields and wreath are added to 
complete the setting. 
The shoe merchant has an oppor- 
tunity to create a confidence in his 
progressiveness in anniversary 
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Fig. 5—Wallboard cutouts of cartoon designs like this liven up a children’s 
trim. The local sign shop can pantograph these up to the desired size, or 
perhaps create others 


events like this. A little stunt that 
he can pull off with good results 
and much advertising of his store is 
a Hatchet Sale of Shoes, in allusion 
to the hatchet and cherry tree legend 
of Washington’s childhood. He 
should procure a quantity of house- 
hold hatchets for the purpose. Then 
he should place on sale certain lines 
he desires to close out offering in 
addition to the cut-prices on the 
shoes a hatchet as a premium. This 
can be advertised in the window dis- 
play somewhat in the manner illus- 
trated in Fig. 4. Hatchets should be 
the chief decorative motif. A freize 
of hatchets may be run across the 
back of the window. A log may be 
placed near the glass on the floor of 
the window with hatchets sunk into 
it. Hatchets may be strewn 
throughout the display. Price tick- 


e 










z Doos 





ets may be in the shape of little 
hatchets, etc. 

In case the merchant does not 
wish to have a cut-price sale he may 
offer a certain number of hatchets 
at an attractive price in order to 
get many people to visit his store. 
He can afford to sell the hatchets for 
a few cents less than the wholesale 
cost in order to secure the advan- 
tages of the advertising such a stunt 
will bring him. 


ERY few shoe merchants with 

only two windows take full ad- 
vantage of the displaying of chil- 
dren’s footwear. Occasionally a few 
children’s shoes are displayed with 
those of adults, but that is about as 
far as they go. Children’s footwear, 
including infants’ and boys’ and 
girls’ shoes, should be featured in 
separate displays quite frequently. 
The displays should be made espe- 
cially alluring to children. 

In Fig. 5 a number of cut-outs are 
illustrated. These may easily be re- 
produced in large size for window 
displays or inside the store. 
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Show Card No. 1—This type of design . 
instantly ot is to 
“Oo 


in shoe styling 
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Show Card No. 2—An exam- 


of ca 





; Show Card No. 3—A light face lettering 
ple of the conventional type such as this produces a novel effect. A 
rd tint panel can be used with this design 
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stepson cert. 6s 


Terms 2% 10, 

— Fos. “ho HAVE won the lion’s share 
of preference in their field from 
merchants of the Nerth, South, East 
and West during the recent St. Louis 
and Chicago conventions conclu- 
sively shows the superior style merit 
of Rogers Brothers Spring Shoes. 





In authenticity of styles—in beauty of lasts 
—in economy—and in ease of seliing which 
result from high quality of materials and 
“Cairo” No. 6205—Blonde Kid, workmanship you get Volume results not 
= cqateactios collars—Parch- possible in shoes even beyond ours in price. 
Patent a &, iy/8. Pall — A single case proves why Rogers Brothers 
heels, . shoes justly merit the tremendous popularity 
Eis lenthes they are now enjoying. 


Three of Fashion’s Favorites 
Among the Best Sellers 
of the Moment 


They offer you two unusual opportunities: 


One—To avoid uncertainty on the spring 
style question. 


- re Two—To enliven the sales that will assure 
pennies No. 6223—Parchment the success of your spring season. 
id custoaatiog collars, 
8co ‘an, Pearl 
a Valet Send Your Order Today 
be maha pri 17/8 full Louis 


heels, a7 ’ 
leathers es 
Blacks sas 


Cc 
Cuban heels 10c, less. 





i, Manufacturers 
25 cts. and Distributors 
Less 


a pair on 36- 
pair lots of 
each material. 








“Iris No. 5271—Blonde _ kid 59 LINCOLN ST., BOSTON, MASS. 


Serie Ai wate et, Tye 135 BUSH ST. 
Fall Louis 


cm, 2 C SSNS SAN FRANCISCO, CAL. 


When voviting to advertisers please mention Boot anv Suog Recover 
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[CONTINUED FROM PAGE 94] 





Leather continues the main fac- 
tor in style making. Buyers who 
used to ask for this pattern or that 
pattern now ask for this color or STOCK DEPT 5 


that grain of leather. ACTION! STYLES! 
“They've Cot to be Stetson 
Snappy” 








Finer Line Patterns THE srarecne SHOE CO., Ine. 


Both lasts and patterns are cut Seuth Weymouth, Mocs. 
to finer lines. Patterns show one 
straps, dip side pumps, and buckle 
trimmed pumps, as well as step-ins see nat oO. York 


for the predominating types of 
footwear. Appliques and overlays AUCTION TRADE SALES 


are the main idea in trimmings. my 

There are a hundred and one of SHOES and RUBBERS 

them. Every Wednesday and Friday 
Straps, overlays and other trim- 

mings are cut to very fine lines. SNAPPY SHOES 


This is to make the shoes look alike. FOR YOUNG MEN 


It is surprising what a change a Up to the minute Styles. Selling 
skilled designer can make in the ee ee Oo 


looks of shoes by a few strokes of CRAIG-REED & EMERSON, Inc. 
his pencil. Boston Office. 10 High St. Room 30 


New York Office—Marbridge Ridg. 
Better Quality in Demand 


More reports are made of de- BRIDGEWATER 
mands for more quality in shoes. ——s eee ive 
Buyers are taking note of the (4a -OPERA 
quality of materials and workman- wy ASSOCIATION 
ship, as well as of the styles of 
shoes. A grade up movement may 
wa Shoe sete set in before the year is over, and 
that with some strength. 


—— Ue aul ¥. —a Sport Oxfords Sampled 

' SHOES Sport oxfords are offered by sev- 
eral firms. They have uppers of 
BROCKTON, MASS. pliable, non-scuff calf or elk leath- 
ers, fancy strappings and saddles 
of contrasting grains, including 
reptiles, and non-skid bottoms of 
Wescott, “washboard,” or like soles. 

The only Lynn thought about 
Wellingtons is whether they will 
appear again next fall. There are 
opinions both ways. 

Some remarks about changing 
"HIGHEST GRADE ONLY” types of shoes may interest buyers. THE SHOE FOR MEN 
Lynn made more McKays last year a 
than ever before, and probably will 
increase its production of McKays 
in 1926. Both welts and turns lost 
last year. 

The Littleway process is gaining. 
Six Lynn firms are employing it, 
and 47 firms in other sections. 
This process provides for a lock 


NETTLETO stitch shoe, and the lock stitch 
N of a welt, and the lightness and ATLANTIC PRINTING CO. 


Shoes of Worth the styles of a turn. Producers of Distinctive 

A. E. NETTLETON CO, eg my hl 
14, W. COOK, Prec , Tackless Forepart Shoe Booklets 
Syreeuse, N.Y. U.S.A. A tackless forepart is now had 201 South Street Boston, Mass. 


wewe FIVE (HOES EXCLEUVELY by fastening uppers to insoles with Telephone, Liberty 8673 
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PARISTYLE FOOTWEAR MFG. CO., INC. 


= = 


HIGH GH GRADE MULES and D’ORSAYS 


{aide 188 W. Madison St 











Rees thar vineened fies eee 





DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 


122-124 Duane St., 














REGICTSREO 











f WHERE TO BUY € 


Stylish Comfort Shoes 
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staples of fine wire instead of 
tacks. When staples are used, it 
is impossible for metal to work 
through the insole and touch the 
foot. 

Improvements in lasting also get 
uppers down to the wood of the 
last than ever before. This means 
that shoes, so made, will hold their 
shape unusually well. 

Another idea is to laminate the 
bottoms of shoes, so that soles will 
hold their shape, even after they 
have been wet. 

Detailed information of any of 
these new methods of making bet- 
ter shoes may be had from Lynn 
manufacturers, or from the RE- 
CORDER representative. 

It is noted that more case lot 
orders are coming to Lynn. Most 
all orders are in larger units. 


Walter Dunbar Is Dead- 


Walter Dunbar, for many years 
a manufacturer of arch supporters 
here, and brother of Everett H. 
Dunbar, the celebrated ‘“Foot- 
ologist” of this city, is dead. He 
passed away on Jan. 20 at his 
home, 18 Lovett Street. He was 
73 years of age. He was born in 
Brockton, Mass, Dec. 4, 1859, but 
had lived here for about 40 years. 
At one time he was proprietor 
of a retail shoe store in Lynn, but 
a quarter of a century ago he be- 
gan the manufacture of arch sup- 
ports, which he continued until 
about 1924, when ill health caused 
his retirement. Besides his brother, 
Everett H., he leaves one son, 
Edgar Dunbar of Lynn, and two 
sisters. 








men 18 























EMIL RUBLACK 
Maker of Artistie 
Price and Sale Tickets 
Samples Mailed Free on 
140-142 WEST BROADWAY 

~ NEW YORK: 


Ne. 250. $2.50 per 100 Established 1903 








Hamilton-Brown Election 


Stockholders of Hamilton-Brown 
Shoe Company, at their annual 
election meeting last week, elected 
the following directors: A. C. 
Brown, Chauncey Ladd, John F. 
Lee, E. M. Leonard, C. E. Ross, J. 
F. Shepley and Maurice Wright. 
The directors reelected all officers. 
Thomas Moran was elected secre- 
tary-treasurer, filling the vacancy 
caused by the death of O. E. 
Plochman. 


More Factory Space for Brown 


The Brown Shoe Company has 
leased the second floor space in the 
building at the corner of Cherokee 
Street and Ohio Avenue, St. Louis, 
Mo. This will be used for a cut- 
ting room, it was stated by an 
official of the company. 
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BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Style Bie2 Bik. Glazed 


Kid, Seft Tee 
6-11 11%-2 2%-3 
$1.30 $1.35 46 
SCHWARTEO HERDER 


ous setae, Pas hnpnetee 








IN STOCK 
BLACK BALLET SLIPPERS 


Ladies’ 
$1.25 pr. 
Misses’ 
: $1.20 pe. 
Childs’ 
$1.16 pr. 


OE FINDING CO... INC. 








BLOG SHOE 
147 Duane St., New York, N. 








QUALITY BALLETS— sxx 
a ss 

1.20 
24 


15¢ Extra 

Alse Men's and Wemen’s Stippers of every deseripticn 
METROPOLITAN SLIPPER CO. 

134 W. B’way, near Duane St. New York 


8/11 iam 
noe ie 2.30 
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“EL AM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 











pr POSNERs 


SHOES &G HOSIERY 
For Chi 
Boys and Vous "heties 
Dr. A. Posner Shoes, Ine. 
140 W. Broadway, New York 
Factory Brooklyn, N. Y. 








No matter what policy you may 

pursue in selling to the shoe 

trade, nevertheless, you need the 

Boot and Shoe Kecorder 
All the Time 
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est Virginia 


Counters of this board help 
the shoe to hold its shape. 
Pulp Product Department 
West Virginia Pulp & Pape: Company 
Detroit New York Chicago 
















T. W. Godsoe, Pres. F. E. Jones, Treas. 
W. G. Donald, Vice-Pres. 


F. E. JONES CO. 


FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 


























The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 


Tanneries at Danversport, 95 South St., Boston, Mass. 

























































Makes Old Shoes Look New 
THE NU-SHINE CO. 
Mkt. Se. Reidsville, N. C. 































Do You Know? 


That you can buy or sell it through 
the “Where to Bay” columns. This | 
feature in its quick service is a time | 
saver in meeting immediate needs. 
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Correcting an Error 















In our issue of Jan. 16 the 
Ideal Manufacturing Co. of 
Chicago advertised the shoe 
ornament shown here—a cre- 
ation in black silk ribbon with 
imitation pearl beads around 
the edge and cut steel orna- 
ment in the center. The price 
advertised was $6 a doz. pairs. 
It should have been $6.50. 























Indiana Holds Buyers’ 
Week Feb. 1-3 


INDIANAPOLIS, IND.—The Indiana 
Retail Shoe Dealers’ Association 
will hold its annual Buyers’ Week 
at the Claypool Hotel, Indianapolis, 
on Feb. 1-3. The Indiana Shoe 
Travelers are squarely lined up be- 
hind this event, and from all indi- 
cations the 1926 trade “get-to- 
gether” will be the biggest and best 
of all previous good affairs. Over 
150 lines will be displayed and over 
500 retail shoe merchants from In- 


diana and adjoining states have 
registered. 
There will be a free noonday 


luncheon for all shoemen in attend- 
ance, with entertainment, luncheons 
and card parties for the visiting 
merchants’ wives. 

The following committees from 
the Indiana Shoe Travelers’ Asso- 
ciation were appointed at a recent 
meeting: - Registration, Mrs. C. I. 
Slipher; Rooms, C. F. McNew; Ad- 
vertising, Dallas Crooke, Fred Na- 
gele, Sam Juneau; Entertainment, 
W. W. Risher, Geo. Sennhauser, H. 
Garrish; Signs, Decorations and 
Badges, W. E. Ratcliffe, C. D. 
James, J. D. McDonald; Speakers, 
John Lucas; Advisory Board, H. O. 
Warren, Geo. Tevey, W. T. Scott, 
C. §. Codding, John Honaker; Good 
Will, Wiley Havens, Geo. Hewett; 
Luncheons and Hotel, C. I. Slipher, 
C. T. Toreman, Orville Romig; Fi- 
nance, W. J. Newberg; Ed. Bayless, 
C. I. Slipher; Reception, J. C. 
Scraggy, Geo. Tevey, Mack Reed, 
Wiley Havens, Fred Gordon, Chas. 
High. ‘ 





J. R. BEATON CO., Inc. 


331 FOURTH AVE., NEW YORK 
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BOSTON FRANCISCO 




















ARLE 
shoe patterns 


FOR MEN’S FINE SHOES 


ARLE SHOE PATTERN CO. 


5e@ MAIN ST., BROCKTON, MASS. 











Wilson Tirrell Retires 


NORTH ABINGTON, Mass.—The be- 
ginning of the New Year has 
brought about a number of changes 
in the staff of the North Abington 
factory of Lewis A. Crossett Co. 

Wilson Tirrell of Brockton resigns 
as superintendent; George Vaundell 
as assistant superintendent; Elmer 
A. Bates as foreman of the cutting 
room; John A. Reynolds of North 
Abington as foreman of the lasting 
room. 

John T. McIsaacs, for many years 
with the Stetson Shoe Company, and 
for the last nine years with the 
Crossett Company, becomes superin- 
tendent. Almy Belcher of Whitman, 


formerly with Emerson Shoe Com-. 


pany, becomes foreman of the lasting 
and bottoming room. Leonard E. 
Marshman of Braintree, foreman of 
the cutting room is in charge of the 
upper leather stock. 


John E. O’Brien Is Il 


John E. O’Brien, the first Presi- 
dent of the National Shoe Travelers’ 
Association, has been very ill with 
typhoid fever. He is now at the St. 
Francis Sanitarium, Monroe, La. 
On January 9, his doctor advised one 
of his good friends in ‘the trade, 
Isadér Liebrich, Jr., of Monroe; who 
informed the RECORDER that Mr. 


O’Brien had passed the danger line. 
and would soon be on the road to re-, 


covery. 


- st 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT | 


ITION OR LINB WANTED—Four cents per word 

Recorder rates for space less than one-eighth olin Mae ae coe be ae te 

page per issue: : other ‘Bee oteaitements, Cw ah per word for each 
insertion. inimum 

Space ltime T7times i13times 26 times 5&2 times A4o unter one _~—- ge will be received * So Beste hee 3 ad 
oot @ or 

1 in......$5.00 $4.00 $3.50 $3.00 $2.50 Reston Gate, Geen adultes aeiie Gasman te Gone te tose 

2 in......10.00 8.00 7.00 6.00 5.00 


of this office, twelve words must be allowed in each advertixement 
8 in......15.00 12.00 10.50 9.00 7.50 





for address. advertisers desire replies forwarded direct to 
their address, each word of the a:idress must be counted in 
advertisement and paid for accordingly. When display space is 
ured allow 45 words to inch. Answers to ads must sent under 
letter postage. 





4in......20.00 16.00 14.00 12.00 10.00 
Payment in advance is required, except when regular advertisers, 2s amounts are too smail to open accounts 


























SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 

















herarsicert pres emcee pis VIRGINIA ARKANSAS 


salesmen to cover the above e make unlined UNION 
salesman. Our lines have been well RES SHOES, Goodyear Welt and Nailed ia, in "Blacher, Outing and Mouider. 


established in this territory for many Write for particulars, giving references. 


years. 

We want the wan eapette of eslttas 6 NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 
general line—whose experience not only 
assures holding ovr volume but—to in- 
crease it through our aggressive mer- 
chandising and selling policies, 

Only the man whose record shows 
that he has sold shoes successfully will 
be considered. Addreaxn B-S8?, care 
Boot and Shoe Recorder, 230 W. 
39th St.. New York, N. Y. 


RARE OPPORTUNITY 


An opening in Pennsylvania for a live 
STAMP. w 











WANTED— 


Shoe Salesman for the South, We need a live wire salesman to sell 
orthopedic shoes in Southern territory. This man must be a worker and 
possess the ability to present intelligently our proposition to interested dealers. 
The line is well known and possesses unusual merit. Only men with actual 
road experience and preferably experience with orthopedic shoes will be con- 
sidered. The right man will be paid salary and commission. Give full par- 
ticulars in first letter regarding age, experience, previous earnings. etc. All 
replies strictly confidential. Address B-913, c/o Boot & Shoe Recorder, 207 








THE BOARDMAN SHOE COM- 
PANY has openings in New York State, 
Middie West and the South for expert- 
enced salexmen, with extablished trade, 
te sell women's novelties and staples in 
stock, on straight commisxiun. Give full 
details and references in first letter. 






































Address 564 Atlantic Ave., South St., Boston, Mass. 

Boston, Mass, work 
two 
antz, 

AL 
bl 
SIDE LINE SALESMAN W. . 
Side line-salesman wanted for snappy Salesmen anted Salesmen Wanted hen 
line of children’s branded oom. Be For Virginis, West Virginia, South oe Co., 
sold’ tn any ‘good’ store.” Companion line Carolina, Kentucky, Illinois, Wisconsin, To carry side line Shoe Specialties 
for women's shoes. Write at once. weet Lg ae _—— Rane aso to Retail and Department Store R¢ 
Seecem a ng Sor B ansns § —e Colorado. New Mexico, New York State, trade. of é 
Sonkeen . » - Connecticut and Western Massachuretts. Ready sellers—Universally used— i 
° ad To represent Boston House specializing L fi deal d liberal g | 
in Women's up-to-the-minute novelties to arge profit to dealer and liber: sales 
“—— with San = nie la ih commission allowed. Address In- — 
en Ww a recor or resuits an who b+ 4 
cover their territory closely will be given dustrial Laboratories, Inc., Wol- y le 
preference. laston, Mass. as re 
Sal W t d ° ae —. eg twice a month Shoe 
‘or everything s 
esman an e€ Give full details, Address ; 
For Virginia, North and South p-os8,, ong. pn J and Shoe ‘wo a or na prea. West, Vie- Ws 
a ecorder out t., Boston, nia and combination o estern Mary- ; 
Carolina, Georgia, Florida and Als Mass. . land. with five counties in Southern Pennsy!- — 
bama. One living in the territory vania. Experienced shoe salesmen residing in Sebel 
preferred. Well known line of the Fee papmeeves. Give rereenens and 
4 ’ " results of last three years, with full informa- —— 
Brockton-made men’s shoes re tion, which will be held strictly confidential. _— 
tailing from $7.50 to $10. Must The Rice and Hutchins Philadelphia Company, 
have an acquaintance with best SALESMEN WANTED 16 North Fifth Street, Philadelphia, Pennsyl- — 
trade in these states. Give all vania. IN¢ 
Experienced men with following to sell S 
particulars in first letter. Abso- factory line of yromen’ "s sone on com SAL /ESMEN WANTED—Real } tai 
mission basis. In-s rtmen : lanua 
lutely confidential. line arrangement considered. This is an fin Sw & territories — Ohio, Georgia ; edit 
Address B-912, peerventy a worth applying for. Ad-« & sas and Oklahoma, Missis- 
B-918, care Hoot t and Shoe sippi, Kentucky and Tennessee, New York, BuY 
New Hampshire, Vermont and Maine. North ex 


Boot and Shoe Recorder, 
Boston, Mass. 








SALESMEN WANTED 


To sell dealers fast selling line of 
women’s misses’ and children’s novelties 


and desire | 
while, "Address B-919, care Boot 
and Shoe Recorder, 207 South 
St., Boston, Mass. 


seoaween, "B07 South St., Boston, 
ans. 


SALESM: AN with established trade in Mon- 
tana, Washington, Oregon and Idaho to sell 
on seven cent commission, Misses’, Chil- 
dren’s and Infants’ Turn Shoes to Retail 
Trade. References necesary. Edward H. 
Kennedy, 9 Furnace St., Rochester, N. Y. 





ALESMAN for Western Ohio, travel by 
auto, Stitchdowns, McKays, Leggings. 
T'-¢erstown Shoe & Legging Co., Hagerstewn, 


Carolina and Iowa. We are manufacturers 
of one of the Rae work shoe lines, r 
quality shoes, big commission paid to the 
right man—only live wires need ly. Ad- 

B-888, care Boot and Shoe Recorder, 
189° Ww. Madison St., Chicago, II. 





SALESMAN—Experienced shoe salesman to 

represent an established shoe manufactures 
of a lire of Ladies’, Misses’, Children’s, Boys 
and Little Gents’ medium priced McK: ay shoes. 
Carry as a side line on Kao meat basis, in 
any part of U. S. Must furnish best of 
references. Anply bv letter. giving age and 

experience. Philip Schneider Shoe Company, 
328-332 N. Jefferson St., Allentown, Pa. 
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~ SALESMEN WANTED 


POSITION WANTED 


POSITION WANTED 








SALESMEN. 


To carry short line highest grade 
British made Gents’ Golf Brogues cn 
walking shoes; also boys’. Shvues are 
built on latest American lasts. High 
grade experierced men, selling first 
class trade only. Commiss.on—men’s 
6%, boys’ 5%. Territory open—Minne- 
sota. Wisconsin, Michigan (except Ie- 
troit), Nebraska, Iowa, Illinois. Indi- 
ana. ‘Missouri, Kansas, Oklahoma, .\r- 
kansas, Texas, Mississippi and |-ouisi- 
ana. This line has a ready sale in 
larger cities, and has been introduced in 
some of the above states. Please give 
references confidentially. 

Apply JOHN WINTER & SON. Lid., 
2221 Lecust Street, St. Louis, Missouri. 











ESIDENT salesmen wanted in all territories 
to handle a line of Dr. Salter’s orthopedic 
infants’ and children’s turns on a commission 
basis. Sewell Shoe Co., 24 Hudson St., New 


York, N 





ANTED. Experienced Salesmen on a com- 

mission basis—to sell to the retail trade in 
Georgia Florida and Alahama—our make of 
Men’s Slippers made in Stitchdown-\icKay and 
Turn. Address B-905, care of Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 


Boston, Mass. 


WOULD MY SERVICES BE OF VALUE 


To a New England Manufacturer who does not bave a SALES PROMOTION and ADVER- 
TISING advisor but who desires a service of this kind from a man who has had unlimited 
experience in the shoe Held and does not handle cunflicting accounts. A letter will place 
you under no obligation. Address B-920, care Boot and Shoe Recorder, 207 South St., 











Successful Salesman to 
the Wholesale Trade 


Has been connected for past 17 
years with well-known firm manu- 
facturing men’s shces for the 
wholesale trade. This firm now 
being in process of liquidation, he 
must place himself with some pro- 
gressive concern. 

For further particulars address: 

B 910, 
Care Boot and Shoe Recorder, 
Boston, Mass. 














WANTED EXPERIENCED SAL ESMAN to 
carry line of Brooklyn popu'ar priced turn 
shoes in C icago on straight commission basis. 
Address N-519, care of Boot & Soe Recorder, 
239 W. 39th St., New York. 





bd E wire sideline sa'esnen to sell the most 
popular in-stock McKay comfort shoes in 
America. Priced for volume business. Only 
six samples. Commission 10 per cent. Write 
Wobst Shoe Company, Milwaukee, Wis. 





wart ED for State of Michigan a salesman 
with an established trade who will take 
our line of infants’ to growing girls’ McKavs 
and turns on a five per cent commission hasis. 
In your first letter tell us for whom you are 
working, the amount of your shipments for 
two or three years, and your gee. J. Pomer- 
antz, 94 heade. St., New York. 





SALESM EN to sell side line all leather flexi- 
ble turns 1/5 and stitchdowns 2/11; popular 
priced quality shoes in stock, Give full par- 
ticulars. 7 per cent commission. Maize Shoe 
Co., 420 St. Paul, Rochester, N 





ROOKLYN manufacturer with big in-stock 

department in New York City, consisting 
of infants’, children’s and misses’, also ~~ 
ing girls’ ‘wood heel shoes, is looking for 
salesman to cover Pennsylvania and Ohio. Will 
consider pror osition to carry our shoes in con- 
pees with a ay a -grade ladies’ line. Apply 
y letter, givino former or present = a 
as reference. Address N-524, care of 
Shoe Recorder, 239 W. 39th ‘St, New oly 





ANTED—Shoefitter and salesman for re- 

tail store. A card writer and window 
trimmer preferred. Give reference in first 
letter. Permanent position for right man. 
Sebel’s Shoe Store, Mt. Vernon, Ill. 


POSITION WANTED 


INGLE man with 20 years’ experience in re 
tail shoe business looking for position after 
January 1. H. W. Colborn, Scottdale, Pa. 














UYER now o for position. 

B experience i eanen Market. wit we 
anywhere. Address B-885, care Boot ou 
hoe Recorder, 207 South 5t., Boston, Mass. 





Wiyeare TRIMMER and Shoe Man, 14 
a experience, wishes to make change. 

ive en! F a Address B.898, 
- e_Maet a Recorder, 207 South 
Street, a Mac 





RETAIL shoe salesman, 30 years old, 10 
years im business, having thorough knowl- 
edge fitting all makes corrective appliances, 
yg position after February 15th. Address 

6, care of Boot & Recorder, 207 
South St., Boston, Mass. 


ITUATION WANTED by expert shoefitter 

and window trimmer having eleven years’ 
experience, catering to a high class trade, and 
managing orth »pedic department. Married. age 
t'irty one. Best of references. Address B-914, 
cave of Root & Shoe Recorder, 207 South St., 
Boston, Mass. 





ETAIL Shoe Man, thoroughly experienced 

in merchandising men's and women's high 
ade shoes. Available March Ist. Address 
-916. care of Hoot & Shoe Recorder, 207 
South St., Boston, Mass. 





YOUNG. MAN desires position in shee manu- 
facturing or chain store organization where 
two years’ office and shop experienre will bé 
= —_ High school graduate. Best refer- 

New York and vicinity. Address 
N. $22, care of Root & Shoe Recorder, 239 W. 
39th St., New York, N. Y. 








LINE WANTED 





BUSINESS OPPORTUNITY 








FOR SALE 
Two leased shoe departments located 
in a Connecticut city of 160,000 popula- 
tion. Sell both or one. Full particulars 
by addresring B-917, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 














FOR SALE 








= STORE FOR SALE 


One the best known shoo stores in Eastern 
North Carolina is for sale. Stock, Fixtures 
and Lease. WHI invoice between $14,000 and 
$16,000. Stock in good condition. Town 
about 15,000 population backed by good agri- 
ody section and manufacturing enterprises. 
i inmoates ly -z bastion avs. Audress 

. care Boot an Recorder, 20 

South St., Boston, Mass, _ 














FOR LEASE 





T2 Lease Shoe Department, on main floor, 

in well established Department Store. Can 
easily do between $35,000.00 to $50,000.00 shoe 
business annually. Percentage _ proposition. 
Size of store 87 x 80. Address all communi- 
catrons to Schwartz’s Department Store, Du- 
quesne, Pa. 








WANTED TO PURCHASE 








Children’s Line Wanted 


Experienred salesman who knows Pacific 
Coast trade thoroughly and has covered 
it successfully for past «ix years for one 
house, wants line of children’s shoes, 
References A-1. Address B-NS2, care 
Reet and Shwe Rerorder, 207 
Seuth St... Boxton, Maxx, 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
vour surplus or slow sellers. wa 
no object. Retail or whol Short 
=A rye Si taken a your. hands. 

re or phone us. rresponde: 
mompaen * ‘Eatablianed 1890. en 

X GLAUBERG 

436 quill Street, New York City 
We also purchase clothing, hats, fur- 
rishing goods. etc. Dry Dock 0862 





Manufacturers 
Attention 


A well established and reliable 
concern with store in the business 
section of a large city, selling a 
conservative line of men’s and 
women’s welts, desires to add, on 
a consignment basis, a line of 
women’s welt or turn strap ties 
and pumps to retail from $6.00 to 
$8.50. Do not want a branded 
shoe. Stock proposition preferred. 


Address B-907, care Boot and Shoe 
Recorder, 207 South St., Boston, 











W ANTED—Line of ladies’ ular iced 
novelties for New York. ddress Ns23, 
care of Boot & Shoe Recorder, 239 W. 39th 
St., New York. 





CASH PAID 


for shoe stores or surplus stocks of 

shoes or for other merchandise. Leases 

taken over. We will send a repre- 

sentative to investigate and make 

offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring %160.5141.5142 


CASH PAID 


Prompt attention given. 
KIRSCH-BLACHER CO., ine. 
622-624 Broadway, New York, N. 
Phone Spring 1443 
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MISCELLANEOUS 





























DISPLAY 
FIXTURES 


Made by 


933 Arch St. 





Segall & Sons 


PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 


‘Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 


Tug Oscar Onxen Ca 
Tiw. FOURTH $V. 
CINCINNAT?), O 


do 
Morel Raatures er Show Cones 


NEW and USED CHAIRS 
Prices from $2.00 each up 


Always on Hand 
Crown Motion Picture Supplies 


138 W. 46th Street 
New York City - + - + «© - « N.Y. 








ESTABLISHED !880 
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Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 


Made in all styles 
to suit any shelving 
condition. 


Get our prices before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 


ST. LOUIS, MO. 


Money 
Maker 
for the Dealer 


Improved Featherweight 
ICE-CREEPER 


seller when icy weather comes. Retails 
nts. Mi q No. 


’ 
of nearest jobber. 
“CHURCHILL MEG. CO. 
278 Thorndike Street, 
Lowell, Mass. 








WANTED TO PURCHASE 




















ATTRACTIVE 
SHOE CARTONS 


RAN Mi 
SHOE CART oS 


—— wile. 


for the exclusive shoe trude 


PRICE-SERVICE-QUALITY 
THAT SATISFY 


ER CO 


erORe a unpeLs Eee 


»$-27's LEXINGTON AVE 


Cee aes 


BROOKLYN N.Y 
AS GREA j 400 CAR 


de MERS 


upoa request, 


pation. 


cy OE CARTON 


abels 


We design and print most 
of those used by the bs) alot be- Tel: 


Complete sel of samples on request 


oh 


FFICES ano PLANT: BROCK N MASS 


ALSO BOSTON €Sset™x 


We buy quick and pay highest cash 
price for retail and~wholesale stocks 
of shoes or any other merchandise. 
Quantity no object. 

For 30 years our specialty. 

Bank and mercantile references. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn, 
Phone Pulaski 1798 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
$96 BROADWAY, NEW YORK, N. Y. 

Phone—Canal 6874 

buy { suRrivs stocks } oAsh 
hand f 

ee Be a ee 














Information for Shoe Merchants 


“Where to Buy’’ constitutes a source of 
knowledge so that he who runs through 
these pages may read—and learn. 


FOR CASH 


We offer you cash for surplus shoes, slow 

sellers, and manufacturers’ cancellations. 

Also buy entire shoe stocks. Quick terms. 
25 years in the jobbing business. 


MARTIN POSNER & CO. 
8326 Church St.. New York, N. Y: 
Phone Walker 6846 
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Finding Extra Profits By Taking 


debtedness to $3,000. This would 
enable him to pay his bills in thirty 
days even in his dull seasons, and 
he could take advantage of his thirty 
day discounts. 

If, by making this change, he is 
able to earn only an average of three 
per cent on his purchases, that would 
amount, in a year’s time, to $1,050. 
If he borrowed the $5,000, it would 
cost him not over $300 interest, or, 
if his real estate investments were 
$5,000 less, the lost income would 
scarcely amount, net, to more than 
six per cent or $300. Therefore, he 
would be some $750 to the good on 
the year, and would not have turned 
a hand to earn it. In addition to 
the actual added money income, he 
would have the satisfaction of know- 
ing that his business was looked 
upon by his creditors as of the very 
highest type. In addition, and, per- 
haps, more important than anything 
else, he would not be imposing on 
his creditors at times by taking 
overtime on their accounts. 

Now, that we have finished con- 
sidering the case of Brown, and be- 
fore we take up another type of 
dealer, let us for a few minutes, 
look at the question from the credit 
man’s viewpoint. That is a view- 
point, by the way, that is frequently 
misunderstood and not given proper 
consideration by the dealer. The 





Your Cash Discount 


[CONTINUED FROM PAGE 50] 


credit man naturally divides his ac- 
counts into two or, perhaps, three 
classes. The first class, and the one 
most valued, is that group of cus- 
tomers who discount regularly. When 
an order comes in from one of this 
group, the credit man is delighted. 
He has no problem there, and he 
knows that the house will have a 
quick and sure return of its capital 
shortly after the goods are shipped. 
Isn’t it human nature to prefer such 
an order, and to rush it into the fac- 
tory or the stock room for immediate 
attention? Isn’t that prompt ser- 
vice worth something to the dealer 
who receives it? In these days of 
changing styles and frequent buy- 
ing, this matter of service is of vital 
importance, as we all know. The 
discounter always gets the best ser- 
vice the house can give. 

In the second class, the credit man 
places those customers who do not 
discount, but who pay when due or 
at least with reasonable promptness. 
When orders come from a customer 
in this group, they, too, are very 
welcome—if they were not, they 
would not be solicited. However, it 
means that the customer’s account 
must be looked up to make sure that 
payments are not dragging unrea- 
sonably. It is also necessary, at in- 
tervals, to revise the credit files on 
this customer, to see just how things 





are going with him. These things 
take time, though a competent 
credit department never loses time 
on orders unnecessarily. You can- 
not escape the fact, however, that 
the customer in the discounting class 
has a natural advantage and pref- 
erence. ° 

The third class consists of those 
customers who do not, as a rule pay 
with even reasonable promptness. 
Naturally, when a dealer begins to 
drag in his payments to the point 
where his account becomes unprof- 
itable, then the salesman is in- 
structed to discontinue calling on 
that particular customer. Orders 
from this third group often must be 
held up before they can be made up 
or shipped, awaiting settlement of a 
past due account. This customer, 
by his neglect of the account, is, 
therefore, injuring himself by caus- 
ing poor deliveries from the manu- 
facturer or wholesaler. 

This brief sketch of how the 
credit man must do his work, is in- 
tended to bring out the advantages, 
other than the actual cash saved, of 
a discounting policy on the part of 
the dealer. 





Mr. Woodward's article, will show how 
another retail merchant who had been lax 
in his financing, managed to “wriggle out 
from under” and put his business on a 
jO JUOSUT[e}sul SuIpnjouod puv }xeu oyy,) 
discount basis.) 








Make the Public ‘“ 





Shoe Conscious” 


[CONTINUED FROM PAGE 63] 


ly unconscious of the condition of 
your shoes, but you, yourself, know 
that you were a little late getting 
started in the morning and did not 
have time for that much-needed 
shine. Your embarrassment over 
that thought takes your mind off 
the subject in hand, your power of 
speech is slowed down, and it is 
needless to add that you do not 
sell yourself to that man. 

If you are continually running 
over on your shoes, faster than or- 
dinary wear would warrant, it is 
very likely that you need the atten- 
tion of one of the specialists now 
employed in shoe departments. He 





will be able to tell you where the 
trouble lies and how to correct it, 
and will save you from many back- 
aches and headaches that are 
caused by the wrong kind of shoes. 
I will guarantee also that it will 
improve your disposition mate- 
rially. 

It is harder to restore confidence 
than to lose it in the first place, so 
start in today and turn a new leaf; 
glance down at your shoes and see 
what your opinion of yourself 
would be as seen from the other 
fellow’s viewpoint. Do the needful 
and do it now, lest you be judged 
accordingly. 





A. H. Davison Dead 


A. H. Davison, president for 
many years of the Davison-Nichol- 
son Department Store Co., of 
Athens, Ga., one of the best known 
stores of this kind in Georgia, died 
recently at his home in Athens at 
the age of 67 years. For the past 
40 years Mr. Davison had been 
in the general mercantile business 
at Athens, a large part of the time 
as president of the Davison- 
Nicholson Company. 


Skaer with LaKofka 


Edward A. Skaer, for many years 
a well known salesman in the Chi- 
cago shoe trade, has joined the re- 
cently organized F. J. LaKofka Shoe 
Company, on Wells Street. 
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Lincoln Store Supplies Coe., St. Louis, Mo. 102 


Milbradt Mfg. Co., St. Louis, Mo........ 112 
Myers, F. E., Bros. Co., The, Ashland, Ohio 112 


Onken, Oscar, Co., Cincinnati, Ohio...... 112 


Pretty Souvenir Adv. Co., New York City 112 
Reflector & Illuminating Co., Chicago, Ill. 104 


Reynolds Company, Providence, R. I..... 19 
Rublack, Emil, New York City.......... 108 
Schack Artificial Flower Co., Chicago, Ill. 102 
Segall & Co., Philadelphia, Pa........... 112 
Success Furniture Corp., St. Louis, Kirk- 

WOE, FE ccapocseccessccescsseese oooe 212 
Superior Shoe Ornament Works, Brook- 

Beh, The. Be. c0dnccccecsscctsseeseee wee 
West Virginia Pulp & Paper Co., New 

, eer Cdeccecenese - 109 
Whitcher, Frank W., Co., Boston..... eee 102 

HOSIERY 


Beaton, J. R., Co., Inc., New York City.. 109 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Bates, H. M., Co., Brockton, Mass....... 42 
‘Earle Shoe Pattern Co., Brockton, Mass.. 109 
Nu-Shine Co., The, Reidsville, N. C...... 109 
United Shoe Machinery Corp., Boston.34, 40, 46 
United Fast Color Eyelet Co., Boston.... 4 






MISCELLANEOUS 





Atlantic Printing Co., Boston............ 107 
Brooklyn Purchasing Syndicate......... - 112 
Glauberg, Max, New York City.......... 111 
Kalter Cerf. Mercantile Co., Inc., New 
WE NE cc ccvccdisepckesewicendaees 111 


Kirsch-Blacher Co., Inc., New York City.. 111 
Meyer, Frank C., Co., Inec., Brooklyn, 


Fie Be Roctaccnebecheossieveestsescess - 112 
New York Export Purchasing Corp., New 

BOER. GE vndcvcccccevess deccsieees «. 112 
Penney, J. C., St. Louis, Mo............. 44 
Posner, Martin & Co., New York City.... 112 
Tolman Print, Boston, Mass............. 112 
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